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Dower or IDEAS 


MERICA in the galaxy of nations is 

distinguished in mechanical invention 

and industrial application. Less time 

is spent in production for more goods can 

be made in less time. We face a situation 

where more time can be spent in consumption. 

We have been saving time and applying 

it to the joy of living. We have speeded up 

the momentum of minds, and have developed 
a power of radiation of ideas unique in history. What 
formerly required a century to make its way into general 
knowledge, now makes the same progress in weeks and 
months. We have developed a fertility and energy of 
mind that will take no slackening. Our people are on 
the main highway of progress for a long time to come. 


* *« * 


HE symbol of “effort” on this page is a motif from 

the new Chanin Building in New York City. It’s 
a modernistic treatment of a figure thrusting aside all 
obstacles. It is a particularly good symbol for the times 
and for our industry. 


x * x 
HE telephone companies represent perhaps the 


finest examples of “building ahead,” of use. Every 
new telephone station is planned for ten years future 


The Best Bet 
in This Issue 
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After Sun-Tan—Opaques 


capacity. Visit with your local telephone en- 
gineer and you will learn more of the future 
possibilities of your town and community 
than from any other source of prediction. Use 
the same measuring stick in planning your 
next ten years ahead. To look ahead is to 
see with a clear eye opportunity. 


* * * 


E extend to the Stephen Putney Shoe Company 

of Richmond, Va., the industry’s greetings and 
salutations upon being one of the oldest shoe houses in 
continuous service, for it was organized in 1817 by 
Samuel Putney. The fourth generation, in the person of 
A. P. Cone, grandson of the late Stephen Putney, new 
steps into the presidency. 
unique in our industry. 


We believe this record is 
Congratulations are in order. 


* * * 
HE desire for things and more things, for all of 
the luxuries of living, may be the rewards of “this 


prosperity” but a fundamental happiness can come from 
the right physical feeling of the right shoe for the right 


purpose. 


Editor-in-Chief 


Read it 


on page 44 











Pe eds 











in — enn ti MN 


— 














N THE TWENTY YARD LINE—W ith the big- 

gest football season ever on the horizon, the antici- 

pation of spectator footwear should be a matter 
of serious consideration for the merchant who keeps 
abreast of the times. 











The middle-aged matron who has just as much life, 
vigor and interest as her younger sister, is a keen 
and habitual observer, pitting her cleverly planned en- 
semble against the smart and casual clothing of her 
youthful companion. 








SIXTEEN FEET TO GO 


Welt shoes, preferably with leather heels, are quite 
important for the football weeks ahead. Left End 


The oxfords will register in plain and more dressy Medium brown suede with opa 
S I 


: brown kid, wing tip and quarter 
numbers because of the fact that a fur coat is usually The cneiel cavcics an 18/8 heel 


carried and because of the smart, jaunty tweeds which of solid leather. 
are to be worn at this season of the year. Left Tackle 
These oxfords are made either of all-over Russia Rich chocolate brown suede Princ: 


-alf io manila S seat S eetitl ere of Wales oxford. The lighter 
calf or in combination of suede and reptilian effects. brown lizard appliques have 2 


The wing tip and quarter, varied and changed in pro- sng ame. : center lizard ap- 
. : ° ique adds to the costume ei! 

portion, is still the favored shoe of the sports enthu- _ 

siast. Pink edgings on overlays narrow saddle effects Left Guard 


with narrow bandings, piped moccasins lines in the Black Russia calf with 2 
- : stream line applique. The tailored 
center vamps are all in the fall football picture. buckle and 14/8 heel takes 


type of footwear into active s| 


Left Halfback 


Two toned one strap featu 
suede and calf combinations. 

height of the heel and the us 
two materials makes this s! 

more dressy type. 
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TO FOOTBALL GAMES 


Right End 


This high throated step-in is a 
blend of the new cranberry lizard 
and black patent leather. The fin- 
ished detail of patent trim makes 
this type an outstanding dressy 
afternoon shoe. 


Right Tackle 


Blue suede and blue opaque kid in 
semi-tailored one strap. The cat’s 
eye button and tailored angle end 
on strap are  ultra-smart this 
season. 


Right Guard 
The monk’s oxford, tailored and 
trig. The rubber top lift on the 
leather heel is being featured. 


Right Halfback 
Dark green suede combination with 
entire quarter of kid. The cov- 
ered heel is shown in this daytime 
type. 




















Football attendance in 1928 was 47,237,506 and 
greater totals expected in 1929, for public interest is 
tremendous. 

Many debutantes rely on the velvet ensemble for the 
game and dinner, it being impossible to drive home and 
change for dinner or dancing frocks. Consequently a 
suitable pump, which may be worn at an after-the-game 
party is very often chosen and during the game is worn 
under a smartly styled overboot. This overboot is re- 
moved and tucked in the pocket of the car. 

The practical girl—from office to the game in a 
hurry—often times chooses to wear the tailor type of 
suede shoe, because of its adaptability for all hours of 
her busy and exacting social activities. Suede is the 
favored leather and is selected in black, chocolate brown, 
light brown, blue green and black cherry. These tones 
when styled with luster kid, dull kid, Calcutta or Java 
lizard assume pleasingly correct shoe detail. The smart- 
est sports numbers are of beige suede with chocolate 
patent, black suede with black kid, black suede with gen- 
uine lizard wing tip and quarter, gray lizard with black 


patent trims and stream lines and the all-lizard pump. 
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I ALESMEN— 


HEN the store salesmen know the goods they “get the money.” 

Some ten years ago The Fontius Shoe Company of Denver, 

pioneered the idea of a daily morning meeting of its salespeople. 
Once an experiment, it has now become an indispensible institution, 
according to Harry Fontius. 

A. P. Spencer, the general manager, opens the meeting every morning 
at eight o’clock by showing the current newspaper advertisement. So there’s 
no excuse for any salesman having that dumb bewildered look so often 
noticed when a customer inquires for “the shoe you advertised last night.” 
The ad is posted on a handy bulletin board. 

Then Mr. Spencer reports the progress of any contests (there is almost 
always some kind of contest on), calls attention to any mistakes or lack 
of proper service the day before, not forgetting to pat the boys on the 
back for the good things they do as well. 

Frank B. Zurick next takes the floor and shows whatever shoes have 
been received the day before. He explains in detail just what color and 
material each is and why it was selected, what the name of the pattern is 
and what place the shoe fills in the wardrobe. 

Every shoe buyer uses a great deal of care in detailing his purchases, 
and he makes a grave mistake if, when these shoes come in, he does not 
take the boys into his confidence and tell them everything he can about 
the merchandise they are expected to sell. 

“It gives the salesman a personal interest in the store’s goods,” says Mr. 
Fontius, “and the intimate knowledge of shoes thus acquired makes him 
an authority in his line.” 

Fontius Shoe Company holds clearance sales only twice a year, but in 
between times watches the stock very closely, changing prices or putting 
on P. M.’s wherever needed. Such shoes are always shown at the meet- 
ing as well as any other lines which the boys seem to be overlooking 
Harry Fontius is a firm believer in the theory that the stock is no bigger 
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than the salesmen’s memories. 
keeps them from forgetting. 


Constant reminding 


All of this might be classed as routine, and whatever 
time remains of the twenty minutes is taken up with dis- 
cussions and arguments among the boys. Everything 
imaginable about the store is debated, and it is surpris- 
ing what an endless list of interesting subjects can be 
thought up. For instance: Do men really want cheaper 
shoes’ What price do you show first? 
large a proportion of low heels? Is “Madam” an out- 
of-date form of address What sizes are we short of ? 
Is the use of non-slips advisable ? 

In these discussions the boys absorb a great deal of 
information from each other. They form habits of 
action and thinking that keep them in tune with the 
store’s policies. These meetings are so thoroughly in- 


Have we too 


<$0.129 


formal the boys do not hesitate to speak their minds. 

The doors are not closed and any early customer is 
waited on during the meeting but in another part of the 
store. Setting up exercises, once a part of the meeting, 
have been discontinued. 

The department managers, nine in number, have a 
regular meeting every Monday evening, and it is there 
that this store’s policies are formed and worked out. 
Such frequent interchange of ideas keeps this successful 
store functioning smoothly and progressively. 

In 1925 45 per cent of the sales person’s time was 
spent with the customers. 
1 per cent in 1927. 
count of business establishments in fourteen cities by the 
United States Census Bureau that an average of 12.9 
per cent of every retail sales dollar was paid out of 
salaries or wages to the employees of these establish- 
ments. 


That has been increased by 
It was found that in the recent 


The same count showed that of the total number 
of employees, 54 per cent were engaged in selling. 
The Harvard University studies for certain select 
groups of retail stores show that the salaries and wages 
to salespeople is about one-fourth the total expense of 
doing business. 
In approaching the Fall season every store should 
make charts to 
the 


similar show in 


graphic form most important 





Relation of retail store 
wages to sales dollar. 


— 


Non-selling 
effort 46% 











sales to cus- 


ne operation of the store 
\ tomers, getting the money and mak- 
ing possible the further operation 
and development of the entire busi- 


ness. 























‘4 
_ 








average. 


A splendid study of retail selling costs 
has been prepared by G. E. Bittner 
for the United States Department of 
Commerce. We show three charts 
therefrom, illustrating the relation- 
ship between percentage of time spent 
on sales, on interviews, stock care 
and idle waiting for customers. 
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Selling effort 
totals 54%. 


IDLE 
33% | sates 
42% 


tak 





NTERVIEWS 


Distribution of a 
Sales Person’s Time 
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Getting More Shoes Sold Righi 


New Buying Power 


ITH automobile manufacturers breaking all rec 

ords of production and steadily introducing addi- 
tional models to cater to the requirements of this spend- 
ing age and with stock split-ups attesting the profitable 
phase of many companies, we have the greatest example 
of public buying power in all history. The shrewd man- 
ufacturer and the smart retail merchant capable of doing 
their own thinking are resolving to pay less attention 
to factory fillers and price competition and devote more 
intensive thought to getting the money—the public 
money—for services rendered. 

A Western retailer, who studies merchandising speed 
time, is selling sixteen times as many evening slippers as 
he sold ten years ago. Ten years ago he had one store 
and today he has five—and still the 16 to 1 parity per 
store obtains. We asked him “How come?” and he said: 

“This is the ‘spending age.’ People want to buy, 
I see it in my own family. A few years 
3——k would buy an evening gown at 
Nowadays she 


buy, buy. 
ago Mrs. 
maybe a hundred and a quarter. 
comes out in something new and in response to my 
question she answers, say, twenty-seven fifty. Not 
one evening dress, but several, and shoes to match. 
Women see a pretty thing; they buy it, wear it a 
few times and then on to something else that strikes 


their fancy. All of which means more dresses and 
more pairs of shoes per woman.” 


There’s much for thought in the foregoing. Call ;; 
the ensemble or charge it to “‘Clothes-Mindedness” 9, 
what you will, here we have a condition favorable * th, 
merchant capable of lifting his store’s volume. 


4» 4a 4 


Ls Ignorance Profitable : 


HAT a strange approach to a subject in © tit! 
Yet a man, who should kno ye 
ter, has said: “The reason why we have the farm prob. 


like the above. 


lem today is because great farm journals have preache 
to the farmer for years and years to “keep record 

The farmer in his old-time ignorance kept no ook, 
as to income and outgo. The farm and the hom wer 


inseparable. The minute he began to keep records h 
expected a fair percentage of return on his capital. labo: 
and equipment. Then he became a business man. 
More power to him, for he is deserving of a 
turn for his long labors. He sold too cheaply. 
never knew his real costs. 
One of the attempts to be made by the newly apy vinted 


Farm Board is the elimination of waste and wasteful 


effort by the farmer. An effort is to be made to sto 
some of the leaks in the distribution of the products 


of the farm. There is too much waste between the corn 
on the stalk and the can on the merchant's sheli 

Another approach to the solution of the farmer's 
problem is to so correct unsystematic methods of dis- 
tribution so that the farm dollar will buy more in goods 
One study alone shows that great wastes exist in the 
physical movement of merchandise—packing, handling 
and transportation. It has been estimated that the ulti- 
mate saving of $200,000,000 to $500,000,000 a year in 
simplified handling might come through a common sense 
interchangeability and standardization of methods in 
distribution. 

The mechanization of routine process is beginning to 
take place on the farm, in transportation and in many 
industries where savings might be effected through the 


elimination of waste motion. Let’s help the farmer, for 
in helping him we also help the merchant who serves 


in farming communities. 


4 An tr 


Exit—‘“‘Four-F lushing”’ 


HE politician who runs counter to public opinion 


is sunk without trace. All astute political organi- 
zations know this and through listening posts keep an 
ear to the ground. They know exactly what the masses 
of the people are thinking. They trim their sails ac- 
cordingly. 
Does business follow this wise lead ? 
not. Main topic for discussion at conventions is 


One would think 


tyle.” 
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Are the people thinking style? Get your ear to the 
eround and find out. Ask the program manager of 
some hig broadcasting station. He will tell you that people 
are most interested in the old-time songs, simple, heart- 
interest stuff, the classics, instructive lectures, travel 
tales, radio plays that teach a fine moral lesson, and those 
things that enter into everyday life. They are tuning 
out jazz and risqué songs. They are not listening to 
the “iaammy songs” and wise cracks. There is a great 
rever-ion to simplicity and fine things. 

Business knows, or should know, that volume 
comes from the so-called “middle class.” Just why 
it is called that no one knows. It should be known 
as the “great majority... Where the money is, 
there is prosperity. The great majority have the 
coin. They own their homes, their cars, they live 
life senely and well. They take long motor trips. 
They pay their bills. Their personal checks are 
accepted at face value. 

To what class is business catering? Why, to the 
a minority that lives from hand-to- 
Just getting by from day to day. Dodging bill 
Buying anything and everything that may 
he hac on credit or installment. Think of your own ex- 
perience with the “new rich” and the “four-flushers” and 
what a time you have getting your money from them. 
Then think of that wonderful, staple, year-around trade 
Watch 


“lunatic fringe,” 
mout! 


collectors. 


that pays promptly and keeps your store going. 
ior a return to common sense. 


ae, lin 


age others to follow suit. But the “timid souls” soon 
fall back into the practice and one more good intention 
joins others on the junk pile. It seems that the Ameri- 
can male cannot stand up to the firing line of sneers, 
muttered vilification and intimidation. While 
he may bravely face an enemy in battle he quails be- 
fore the eye of the alien who runs the hat checking 
concession. 


leers, 


He dare not face that beetle-browed waiter and refuse 
a tip. 
all hands who are supposed to give service, to impose 


He permits bell hops, porters, maids, barbers, 
upon him. He pays high prices and adds ten per cent 
—or more, usually a lot more, because he does not 
want to be called “cheap.” Traveling men are the worst 
sufferers. Being regular patrons of certain places they 
must tip or get no service on the next trip. What a 
condition for a free country! 
Has 


moral courage to rise up and declare its independence 


Can it be abolished? American manhood the 
of a European custom that is becoming almost as 


We think so. 


quire a second Declaration, or a Boston 


obnoxious as the fruit fly? It may re- 
Tea Party. 


Surely it will take “a lot of doing,” as our British 
friends say. 

A big department store in the northwest conducts a 
very fine restaurant. Above the hat checking window is 
a sign declaring that tips must not be given. On the 
menu cards that declaration is repeated. There seems 

to be no 


bad reaction 


among the help in that 





Tip-less 


Time 
VERY 


someone 


little while 

starts a 
crusade against tipping. 
It is called “Un-Ameri- 
can” and a lot of other 
things. A few courage- 
ous men declare they will 
quit tipping and try by 
their example to encour- 


information. 


and well-wishers. 


os 





—God News— 


Gosper-Kelly & O’Shea, Inc., 
Elmira, N. Y. 


“It certainly was good news to see the 
announcement of the merger of the Boot 
and Shoe Recorder and The Shoe Retailer. 
These two papers have been my “Meat and 
Drink” weekly for most of the years that I 
have been in the shoe business. 
ceived from both of these papers a great 
deal of education, and also a great fund of 
I predict for this merger a 
great future, with one tremendously strong 
paper to serve the shoe retailers—a greater 
help in the future to them than ever before.” 


BURT J. GOSPER. 


In this neighborly industry of ours, it is in- 
deed a pleasure to hear from so many friends 
Such letters as the above are 
indeed a pleasure to acknowledge publicly— 
and to spread before our friends as tokens of 
the friendship that has existed and which, we 


hope and feel, will continue to flourish. 


» At”: 


wait- 


The 
are. ll 


restaurant. 
resses well- 
dressed, polite, attentive, 


And 


has to 


seemingly happy. 


each noon one 
stand in 


table. 


line to get a 


There’s a_ very 


obvious moral right 


there. 

. The process of elimi- 
I have re- nating the irritants to en- 
joyment of life must go 
cities 


on—less noise in 


—less trivial things— 


less tipping. 


* 
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President. 
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WHat Price 


UT away your magnifying glass and step right up to the windows. Two of the 


best we have seen in a long time. There is a great story back of this double page 
spread. 

An old subscriber writes, “My greatest interest is in window displays. I want to know 
how other merchants do things—but I find out that you run your pictures so small that | 
have to use a magnifying glass to look into them. Can’t you do something to make the 
pictures bigger?” 

Well, old timer, what do you think of these? We are just reckless with space—showing 
two windows in one store on Forty-second Street, New York City. 

There’s more to the double page spread than just pretty pictures magnified—a great human 
interest story in fact. The window on the left cost $23.00. The window on the right S8.00. 
Believe it or not; but that is exactly the amount of money spent by Benjamin Emhofi. dis- 
play man for Shoecraft. 
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$29.00. 


yf; dis- 


The window on the left is perhaps the most natural sports window of the season. The 
posters were obtained from shipping offices. The central design cut out of craftex board 
and finished over with white craftex plaster. The awning and greenery give the splash of 
‘olor. 

The window on the right—most modernistic—was designed by Mr. Emhoff and the esti- 
mate given for its construction by a firm specializing in such displays was $800.00. Mr. 
Emhoff made it himself out of veneer board, 3 ply spruce, with brown molding trimming. 
He dropped light cords down in back of the cut-outs for illumination. The eye of the 
passer-by is intrigued to go into every cubby-hole. ; 

When a young man, after serving twelve years on the fitting floor is promoted to win- 
low decorator, he brings to his new work ideas that are practical and if he keeps his eyes 
open, studying the best, he certainly is doubly equipped for his new duties. Display makes 
sales where traffic is greatest. 
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CUSTOMERS are 


UESTS 


OWARD the middle of the shopping afternoon there comes a bit of a sag in 
the shopper’s program. Two or three steady hours of a continued trot over 
the shupping areas usually fatigue the buyer before the entire shopping list has 





been completed. 

Many women, not realizing how tired they have become, find rest in a shoe 
store. They then look at shoes in a disinterested frame of mind. The woman is 
too tired to buy; her feet have become swollen, her mind confused, and in this 
state the clerk starts an almost hopeless program of selling. 

In the Fifth Avenue shop of I. Miller establishment, there is a very attractive 
custom of serving tea from three to six—tea in winter, lemonade in summer. <A 
smartly attired Creole girl wheels her tea wagon in and about. On the tray are 
perhaps six glasses which are constantly being replenished—the glasses of regula- 
tion size with a narrow gold decoration. 

The customer feels that the store is host and she is both guest and customer. 


— 
nigh Tis oats "sank oes erage iat 3) 
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Miss Beulah Rife, hostess for Livingston 
Brothers, San Francisco, greets every 
customer and makes easy the path to shoe 
selection. She serves as stylist and fashion 
consultant. The store has discovered that 
a@ woman customer places more depend- 
ence on another woman’s style authority 
—the result is more sales and fewer 
returns. 


HY shouldn't a parlor type shoe store have a hostess? 
Merchants tell how they endeavor to make their patrons feel at ease by 


treating them just as though they were callers in a home. 
It remained, however, for L. B. Rich, shoe buyer for Livingston Brothers, 
San Francisco, to carry out the idea to its logical conclusion by installing a 


hostess. 

It is the duty of Miss Beulah Rife to greet, meet and see that all callers at 
Livingston’s shoe section are properly served. Sounds like a regular floorman’s 
job, but it is more than that, for it has to do with not only calling on Mr. Blank 
to serve the lady, but in helping with the actual selection of the merchandise. 

Miss Rife is quite a style authority, so often the boys will ask her opinion 
on such style questions as puzzle them. This is a service that is much appreciated 
by the trade. Incidentally it means the sale of many an extra pair of shoes, too. 
It also means the saving of many, many sales. Another interesting phase—the 
number of returns has been cut down tremendously. 

Every afternoon a trim maid wheels the tea wagon around to those who may 
be in the shoe section. A little thing in itself, but a touch that adds greatly. 
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Arrer Sun-FPan 
Come OPAQUES 


VERY style movement blends into some new development further along the path of 
E fashion, and every merchant is tremendously interested in knowing what is the next 
fashion possibility. 

Our Fashion Editor, Madame Hamilton Jeffries, after a survey of Paris and New York 
influences, looks into the future and sees a movement best described as a progression from 
the brilliant colorings through to the deep transparent and light pastels and then through 
into opaques. 

This season fashion has accepted tones of chartreuse and capucine as complements to dark 
brown and tan blends. The thought of blends and harmonies with these two shades was so 
new that the public became more color conscious and was keenly anxious to individually ex- 
press these new and novel tonings. The influence of sun-tan was partly due to these colors 
and partly because of the health idea back of sun-tan. 

In stepping forward into the next picture to a refinement of color, the style platform is 
occupied with the obscure hues. These obscure hues have been termed OPAQUES. Opaques 
can be traced to the modernistic influence. 

The burning of the skin for a natural sun-tan and the application of sun-tan powders 
developed a use for strange colorings in the fabric market. Orange, greens and reds in the 
sharpest contrasts were made wearable by the sun-tan vogue in complexions. 

As the winter comes, fashion develops its purple blues, blue greens, lavender and yellow 
pinks. 

One of the favored color schemes in woolens for the winter season is the combining of 
black or brown with color and over-flecking in white, thus carrying through the dramatics 
of a sharp color season with the duller warmth of winter tones. These two and three-toned 
effects will naturally have a bearing on leather and color combinations in footwear. 

Now that the browns have first place in fall coats and garments and the green shades 
with cucumber and moss are high style, the red family makes its entrance into the popular 
and volume trade. Plum wine, and all the catawba colorings are being sold in the volume 
market for coatings—shoes now matching coat and fur colors. Rose plum, described as a 
lively wine tone, is a flattering American shade which, when combined with fur of the sea- 
son, will be exploited by popular coat and suit houses. Bachelor blue colors have many possi- 
bilities, as the tones are, despite their vividness, endurance shades. To the opaque, therefore, 
comes a new style season and opportunity. 
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Fashion veils with 
a chiffon gesture the 
glare of the sun—and 
so we step into the 
next style setting with 
new colorings affect- 
ing dress and _ foot- 


wear. 














BILLY 


ROGERS 


WARTS TO BE 
7. 


SHOE 


MERCHANT 


Billy is Green 


But Green T) hings Grow 


Billy gets the low-down on store locations. 


S Emery Parker passed the Fretton National 
Bank, “his friend the president, Jethro Blunt, 
came hurriedly out. 

“Hello Emery,” he greeted him cordially, “nearly 
bumped that time. By the way, that young chap Rogers 
was in to see me a few days ago. Wanted advice on 
I told him to see you. I don’t 
Bright young 


buying Morland’s store. 
know enough about shoes to advise him. 
chap, but pretty green, isn’t he.” 

Parker smiled as he nodded his head. “Yes, he’s 
green. But that’s a good thing, for green things grow. 
He’s coming to the house for dinner tonight; I want 
to help the lad if I can.” 

“Always helping others, aren’t you Emery,” Blunt 
gave his friend’s arm a meaning grip and hurried on. 

When Parker got home that evening, Billy Rogers 
was already there; he was determined to be on time! 
Mr. and Mrs. Parker lived by themselves in a fine old 
mansion in the fashionable section known as “The Hill.” 


By H. WHITEHEAD 


Business Consultant 


( EPISODE 2) 


1) 


Their three children were married, but they kept thi 
house for “the home of the children and grandchildren.” 
After a good dinner, Parker and Billy went to the 
big screened-in porch where coffee was served by Lilly, 
the big colored cook who had been with the Parkers 
from the day they were married. 
“Now, 


business.” 


silly, have a cigar and we'll get down t 
Billy remembered his boss’s strong cigars—so de 
with thanks. Instead, he helped himself to a cigarett 
from the silver box on the table. 

“You are quite determined to run a store of 
own?” 

“Yes, Mr. Parker.” 
prompt reply. 


There was no question 


“What class of trade are you going for?” 

“Well, not like yours, it’s too high brow fo! 
And I don’t want the cheap trade. . I thoug!t 
selling men’s shoes from say $3.50 to $7.00 a jx 
women’s shoes about the same.” 

Parker nodded slowly, then said, “That’s a 
choice, although you ought to sell men’s shoes at a 
ly lower range than women’s. My experience 
that if a woman pays $15.00 for shoes, her husbat 
around $10.00 to $1200. Wives spend more tha 
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DARKER TELLS HIM 


Live ind Learn—Other peoples’ ideas help. 
Nobcdy wants to buy from a dead one. 
Put (ze store where the traffic flows. 


Many Shoe Stores Bunched together—bring 


business. 
Whai Attracts Trade?—Not fish store smells. 
The Right Street Side, Shady in summer, 


Warm in winter. 


hands for shoes, so in catering to the family, you should 
keep that fact in mind.” 

“I see,” Billy said, then “My idea was to sell the 
middle class trade, but be very strong on babies’ and 
shoes. I was talking with June and she 
thought if you catch ‘em young you can have ’em as cus- 
. seer” 

Parker chuckled. 


children’s 


tomers longer . . 
“June’s a capable young woman— 
and you are a lucky chap to be engaged to her—are you? 

“Well... yes and no... June says she 
believe in long engagements ... so nothing formal 
until I’ve got started.” 

“Wise—and, Billy, your choice of price range is good. 
lf I were to start again, I should choose the medium 
trade. Not quite so dignified . . . but more profitable. 
Did I ever tell you what my friend O’Connell told his 
help? You know O’Connell’s sell the very finest of every- 
thing for women. His girls got quite up-stage at work- 
ing in such gorgeous surroundings and became too digni- 
fied to be pleasant. Well, he got ’em all together one 
night and said, “Young ladies, dignity’s a fine thing— 
but too much is bad for business. The most dignified 
thing in the world is a corpse—but nobody wants to 
buy from a dead one!” 

The two men laughed freely. Then Parker asked. 
“Do you intend to advertise much ?” 

“Yes, I plan to advertise all the time. 
that to do with a location?” 


doesn’t 


3ut what’s 
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“A lot. 
the so-called 100 per cent location. 
pull the trade. 


If you advertise you can get a store just off 
Advertising will 
3ut if you don’t advertise so much you 
must put the store right where the traffic flows.” 

“Gee, I never thought of that. It seemed to me 
I ought to be on Front, Mill or Washington Streets 
Is that 

3efore answering, Parker drew a sketch. (See page 
79.) 

“See here, Billy. 


leads to the factory section. 


they are the principal streets. sound 2" 


You notice that Washington Street 
the 
And if you'll think a minute you'll recall 


It’s where manual 
workers live. 
that the far end of Washington Street is very run down. 
Miserable stores there, gradually improving as it gets 
The cut price stores are there. [Front 
But the Hill section is old, 
the newer element is building 


near the center. 
Street has the best stores. 
on the new Heights De- 
Mill Street is 
not so good as Front, or Washington Street near th: 


velopment. Trade is drifting that way. 
shopping center, but Mill Street in my estimation is 
coming, while Front Street is going.” 

“And Washington Street is gone,” ejaculated Billy. 

“Well, what’s the answer?” Parker smiled as he asked 
the question. 

“Mill Street of course.” 

“If you can be patient for three or four years.” 

‘But why not get on Mill Street near the shopping 


center ?” [TURN TO PAGE 78, PLEASE | 


















































IN THE EVENING 
FABRICS AND Fink LEATHERS 


moire 


evening wear. Broken lines, wavy all-over two finish effects, and 
a new type of crepe to be dyed, enter the evening picture. 

Deep blue purple, fuchsia and yellow blend in with silver and gold 
over and undertones are important. 

Gorgeous chintz and tapestry patterns with the over embroideries in 
sheer pastel shades and warm cedar tints are distinctive. 

Jacquard moires promise a tremendous season. Black fille effects 
with gold or silver undertones, silver brocades on off-white backgrounds, 
the silver threadings being twisted instead of plain giving the desired 
moonstone or crystal sheen, will be very popular, also velvets. 

Greens, shading from the yellow green to the Patou gray greens, 
are high style. 

The newest colorings, which grade from the wine tones through 
to the ashes-of-roses, are used in blends, including a blend of peacock 
blue with the rose tinting to coffee tones. 

3roken lines and swirl patterns resembling the California redwood 
burl are important, the lack of prim motifs or even arrangements of 
design being very noticeable. The crepes to be dyed are of a smooth 
weave, tighter than heretofore. When colored, the dye spreads very 
evenly. 

Brocades that are hand dyed in blocks are very effective, and the color- 
ings obtained are beyond description. 

Department stores, rea- lizing the importance of 
playing with these to-be- THREE dyed fabrics, sometimes 
have one hundred and FACES EAST fifty colors or shades 
in their collections. Star fish and sea 


urchin outlines ASYMETRICALLY are being used 
in two-tone FOR EVENING WEAR in materials. 


v VINSEL undertones, overcasts and woven effects outstanding for 


\ 





Loop and masque lines 
in a strap-buckle slipper, 
pastel kid over it, crystal 
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eu OID 
‘SS SUNBAC WEB GRIP 4 
4] SULTAN GUM CREPE 
HALESOLE GOLF SPORT 


{ ; SUNBAC-HEMP RAJAH CREPE 
a PLAIN SPORT 


“Quality ahead of price—always.” This rock-bottom policy 
of the Alfred Hale Rubber Co. symbolized by the word Rajah 
is the reason shoe merchants who select rubber-soled footwear 


intelligently and carefully insist that it bear the little identifica- 


tion mark—“Rajah.” 


“Rajah” tells the whole story. It signifies that the sole 
was not hastily developed to meet competition or beat 
price. It means that the ““Rajah’’ product is the orig- 
inal, the leader, the pacemaker—the sole which can be 
copied in form but never in quality. 


And because this splendid quality has stimulated such a 
wide demand for Rajah Soles, this company is able to 











sell it at a price no greater than that of ordinary soles. 








There is no reason why any merchant should not al- 


ways specify Rajah Soles. 


ALFRED HALE RUBBER COMPANY 


ATLANTIC, MASS. 
ESTABLISHED 1837 
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BUY in 


“TWINKLE TOES” 


DRCAMPBELL'S | 


HEALTH “*:"" SHOE 

















$3.00 


3404—Boys’ Tan Scotch Grain Ox 
ford, widths B to D, sizes 1 to 6 


3438'/2—Little Gents’ Gun Metal Calf 
Oxford, Spartan Sole, widths C 
to E, sizes 9 to 13%. 

3437'2—Little Gents’ Tan Elk Ox- 
ford, Spartan Sole, widths C to E, 
sizes 9 to 13%. 


3405—Boys’ Black Scotch Grain Ox- 
ford, widths B to D, sizes 1 to 6 
10 to 11 Iron Oak Bend outer sole. 


POWELL & CAMPBELL 


122 Duane Street Established 1879 


iN THEN 









MAKE DRYZER & ROSENBERG 
HEADQUARTERS FOR YOUR 
$2.95 RETAILERS! c 


HM ER HANTS from every 
. section of the United 
States recognize this line as the 
most wonderful value in $2.95 
retailers on the market today. 
New styles are arriving daily. 
Sold only in 18 and 36 pair lots. 


DRYZER & ROSENBERG, Inc. 


131 Duane Street “Shoes under Market Prices” 





Headquarters for Mail Order Houses, Department Stores and Bargain Basements 





nua 
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G \URICE BLOG, founder and active head 
oN Blog Shoe Finding Company, of 147 Duanc 


is a member of that group of successful shoe 


the New York Market who have devoted their entire 
careers to the shoe industry. 
Mr. Blog, at 


of fourteen, first 
identified with 

trade when he ol 
job as errand | 
Creamer & ( 
who were then 
Duane Street. 

The keenness 
played in doing 
and the fact th 
ways was eagi 
more than wa 
required of hit 
in Mr. Blog’s 
ment. When 
later Creamer 
man were taker 
Morse & Roget 
retained by th 
their new or 
where he was 
to salesman. 

In April, 1 
Blog started 
for himself in a loft at 145 Duane Street as a whol 
shoe store supplies. Not discouraged by the fact 





MAURICE BLOG 
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Unusual Profit; 


cl 


men in 


ISIN 





IL, 





had 
his it 
bt the 
s, | 
buld 1 
ag oughe 


the 
treet, 





ecame #iThe | 


cdeu 


ned a a sto 
wit! r. Bio: 
man, [tire pr 


Si 





dis- ppers. 
work Mir. Bi 





le a Bde tha 
; speaki 


ustry, 
“The d 
ith mot 
Is part 
estmer 
findin; 
és a y 
use of 
nths e 
“noe 
Mr pplies, 














iciness ge. Man} 


; arted w 
Stor ry subs’ 








WOMEN’S EARLY FALL NOVELTIES 








Ox 
[eRight’ o/ hoes on son Fime | 


JEAN 


Black Patent and Gun Metal Patent 
$2.15; Brown Suede Calf and Brown 
Baby Lizard, $2.25; “Kaffor Kid and 
Black Lizard, $2.15; Standard’s Nau 
tical Blue Kid and Blue Lizard, $2.20; 
Black Suede Calf and Black Patent, 
$2.25: Black Patent and Black “ant 
4 








Carried on 19/8 Spike and 14/8 Baby Heels 


Short Vamp C Wide only 


B. FRIEDMAN SHOE CO., Inc. 


108 READE STREET ESTABLISHED 1880 


Dems 


"HE word “Domo” in Latin means domesti 
something pertaining to the house. 


“Domo” was adopted by the Golo Sli 
Company as the trade mark for quality made slip; 


To retail shoe merchants the world over, “Do 
stands for the leading line of house slippers—1 
erately priced to insure a rapid and unusually p: 
able turn-over—with the ability to meet every pos 
slipper requirement. 

Backed by the reputation of the 


NI 
PATENT 
T00—20//5 
1—15/! 
part OR 


—20/5 
“03 15/5 


BLACK § 





T4290) /s 
05 —15/8 


BROWN | 


i06—20/8 















GOLO SLIPPER COMPANY 















FOR IMMEDIATE DELIVERY 


deena Beart: to Sacre 


Peuse: 
ewane ox O7Imalers 8, crterere " 


$2.25 










Senses 
ers 


252i—Tan with dark lizard trim. Also 
in alligator, brown calf trim; honey 
beige, brown calf trim; gunmetal 


1665 — Patent leather center buckle 
Also in gunmetal patent, black suede 
and brown suede; high and Cuban 
calf, black lizard trim; all patent heels. Brown lizard and black lizard; 
leather. ban and flat heels, all C high heels only. All C wide. 


ous BLEECKER SHOE CO., Inc. 
138-140 Duane Street 








he cell& 


a Gump 


Conceded to be the best fitting 
and best selling pump in popular 
priced footwear! 

Always CARRIED IN STOCK 
in every desired leather and ma- 
terial! PRICES ON REQUEST 






















_Duane_Shoe @©mpany, 


143 DUANE STREET 
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oe Findings Net 
» Merchants 


had been in business six months, he had lost over one-half 


SAY§ 


Fils 






d ot the his invested capital, Mr. Blog kept to his original conviction 

ie Street, Hh there would be an ever-increasing demand for shoe find- 

De men in Every effort was made to develop his line so that it 

‘siness Rig meet every possible requirement of shoe merchants 
ne oughout the country. 

st became The business of the Blog Shoe Finding Company took a 


, shoe ied upward trend and about three years later was moved 
ybtained a a store and basement at 147 Duane Street. In May, 1920, 
| with [gr Blog bought the building and since then has occupied the 


Goodman, tire premiscs. 
: 142 Since that time Blog findings have been supplemented with 
1s special shoe lines featuring children’s shoes and dancing 
e dis- eats 
work [ivr Blog undoubtedly is in closer touch with the shoe finding 
he al- fe than any other man in the New York Market. Recently, 
er to d speaking oi the general condition of this branch of the shoe 
; tually dustry, he said 
sult? HThe demand for shoe store supplies has increased each year 
ance- Hi, more merchants aware of the profits to be realized from 
Pee is part of their business. The general shoe merchant with an 
wut Bestment of $200 or less is able to get a very complete line 
cr findings. This stock averages a turnover of from 20 to 25 


sa year. The mark up is about 100%, with no losses be- 
se of changing styles and a demand which is active twelve 
nths every vear. 

“Shoe merchants have made unusual strides in shoe store 
\t- Mpoplies, and it is indeed with much pleasure that I think of 
.. Je many merchants whose shoe finding departments were 
lar 7 erted with our help and guidance and which now net them a 
ee ry substantial profit.” 











NEW NOVELTY CROSS-STRAP 


PATENT, KAFFOR KID TRIM 

100—20/8 Spike Heel 

M1—15/8 Junior 

KAFFOR KID, PATENT TRIM 

702—20/8 Spike 

703—15/8 Jani Tv 

BLACK SUEDE, GUN METAL PATENT 
TRIM 

M—20/8 Spike 

i%—15/8 Junior 











BROWN SUEDE, BROWN KID TRIM 
i06—20/8 Spike 
i07—15/8 Junior 


BSlges B FO S.rccccccesee $3.50 


J. WEISS SHOE CO., Inc. 


137 Duane Street 


VFORK MARKET 









Novelties That Will Increase 


Your Profits! 









| 
4 
25 


957 — Black lizard with black suede 950—Black Patent with black lizard 
gale ocgay go ag gs oe: — trim; Also in all brown’ back-bone 
lizard lizard and in all Kaffee Kid 


FRENCH CORDED-—-HIGH, BABY AND CUBAN HEELS 
The above shoes will command higher prices 


LEVEY BROTHERS SHOE CO. 


145 DUANE STREET 





GENUINE LIZARDS IN STOCK 
IN HIGH GRADE TURNS 


No. 4011—Genuine Brown Lizard vamp, suede 
quarter, brown kid strap, center buckle, 19/8 
Spanish heel . aero $5.75 


No. 4012--Same as No. 4011 with 15/8 Spanish 
heel $5.75 










No. 4013—Genuine Black Lizard vamp 


suede quarter black kid strap, 19/8 
Spanish heel . . $5.75 


No. 4014—Same as No. 4013 with 15/8 
Spanish heel ichna ..-$5.75 


WIDTHS—AA to C 


SAK: 


gd DUANE 


BLOT CO ORP 


wits net Kms” YORK 











IN STOCK IMMEDIATE DELIVERY 
DR. REEN 
SCHOOL SHOES 


UR new Fall line is now complete and ready for 

your inspection. These shoes are priced mod- 

erately allowing the merchant an unusually good 
profit. All solid leather construction in both welts 
and turns. We will be very glad to submit samples 
for your approval. 


BLOG SHOE COMPANY, Inc 


147 Duane Street 









THE LINE THEY’RE TALKING ABOUT! 


ARCH20 F-AIR. 


A SCIENTIFIC SHOE 


SNAPPY PATTERNS—NEWEST FABRICS 
Goodyear Welts—To Retail at $5—$6—$7 
IN STOCK B to EEE 


co 








159 Duane Street New York 
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COLLEGE GIRLS’ AND MISSES’ 
PRINCE OF WALES PATTERN 


Goodyear Welts—C-D 


2160—Patent Leather, Black Cal 
cutta Tip and Saddle, Nature 


Last 
Big Girls’ 2% to 6—83.25 
Misses’ 111% to 2—82.75 


2161—College Girls’ Last 
10/8 Heel — 3 to 7—83.25 











CONCORD SHOE CO., Inc. 


116 DUANE STREET, N. Y. 














URDASS 


AND EQUALLY DEPENDABLE 


Experience acquired in the making of the highest 
quality Glazed Kid for outside stock has made it pos- 
sible for us to manufacture the finest kid linings in 
the market, Pastel shades, Lido Sand and Grey. The 
same care is used in the manufacturing and sorting of 
these as in the higher grade lines on which we have 


made our reputation for quality and uniformity. 


SURPASS LEATHER CO. 
NORTH PHILADELPHIA 





TANNERS OF BLACK AND COLorEp Kip G 
Brack KANGAROO 

Cotorep Kio Linines Boor 

combi: 
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The IDEAL PLAN 
for selling Baby Shoes 
..« in Shoe Stores 


It’s the personal touch which makes the sate 
stick! 


Every one of us likes to be singled out from the 
mob about us in whatever we do. We like to be 
treated as an individual and not as a mere unit 
of “the public.” 


This is the reason thousands of mothers are go- 
ing to shoe stores which sell Ideal Baby Shoes. 


They know Ideal is the finest and most beautiful 
infant footwear made. They recognize that a 
store which carries the Ideal Display Sign will 
treat their children as individual problems. 
Each pair will be fitted and sold as if that child 
was the one and only customer in the store. 
They feel the Ideal merchant is a children’s 
footwear specialist and that their children’s 
little feet will be exactly fitted and not hastily 
covered with a carelessly selected shoe. 


To merchants who wish to go into business with 
us, we have a complete and extremely successful 
Selling Plan which includes First Aid Sales 
Aids and other valuable and exclusive features. 
We do not need to tell you how good Ideal Baby 
Footwear is, because you probably know all 
about it. But we would like to explain how you 
can sell it easily and with a most satisfactory 





profit. Just write and ask for this information. 


Mrs. Day’s Ideal Baby Shoe Co. |) +. ee mae 


| Mrs. Days Ideal Baby Shoes 
i Made at Danvers Mass. 


Danvers, Mass. 
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"TREES 





SHOOK 





OMPANIONATE PROFITS 


are those which are naturally 









taken at the same time without in- 






crease in selling cost. ...... 





Shoes and shoe-trees sell together 


as naturally as shoes and shoe 






laces. Many merchants have dis- 





covered this, to their profit. . . . 







When a customer has been sold a 


well-fitted shoe, his or her mind is 







naturally wide open to your sug- 
gestion that the good looks and 











The Pack Flat Tree, il- 
lustrated here, can be 
packed flat, making it 
convenient and desirable, 
especially for travelers. 


shape of the shoe be retained. . . 






A tree slipped into the shoe usually 






clinches its sale—and slips over 






the “Companionate profit.” . . 










In simplicity of operation—finish 
and durability Miller Shoe Trees 


are standard the country over. . . 











Our new catalog and our 





The Bete Tree, _ illus- 
trated, is so constructed 
that it is possible to ex- 
tend the tree, after it is 
in the shoe, by simply 
turning the handle. 












price list are yours for the 


asking. 












O. A. MILLER “=e 
TREEING MACHINE COMPANY Seen, 





BROCKTON, MASS. 
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ESSEX REPTILIAN 
REPRODUCTIONS 


(CALFSKIN) 


ES, we might make them 
cheaper, but you would miss 
that high lacquered finish that 
stays “put” and helps shoes 
made of ESSEX REPTILIANS 
retain their original color beauty 


indefinitely. 


ESSEX REPTILIAN 
REPRODUCTIONS 


owe their widespread popularity 


principally to the fact that we 
have always striven and are al- 


ways striving to make them excel. 


We shall never extend ESSEX 
production beyond a point 
where we cannot control and 
maintain ESSEX quality stand- 


ards. 


All members of the ESSEX 
“family” of established custo- 


mers may depend on this. 


Illustrated 
SAND SNAKE 


Did you ever see one? 

Nobody else did either until 

We originated it. 

It makes “different” looking shoes. 


ESSEX TANNING CO., INC. 
PEABODY, MASS. 
RES RO 


CREATIVE CRAFTSMEN - IN CHROME CALFSKIN 


———~—. 


Exclusive proprietors for U. 8. A. of TARSO PHOTOGRAPHIC PROCESS which assures the most perfect reproduction of original 
grain and colors. 





———— 
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DPDROTECTIVE! 











... 4 Real Help to the 


GRIP SURE 


The best all-around sport shoe—“no shoe 
can take the place of Grip Sure.” The 
famous patented suction cup soles are an 
exclusive Grip Sure feature. A wonder- 
ful basketball and gym shoe. Real value 
at a moderate price. 


Sizes Price 


Men’s .. 6-11 $1.55 


BOYS’ 2%-6 1.45 


Youths’ . 12- 2 1.35 


CLEETO 


“The last word in boys’ sport shoes.” 
The new Top Notch cleated sole (Design 
Pat.) is absolutely distinctive. A splen- 
did shoe for indoor track work. Made 
in grey, white and brown with soles and 
trimming to harmonize. 


Price 


$1.40 


Sizes 
Men’s .. 6-11 
BOYS’ 2%- 6 1.30 
Youths’. I1- 2 1.20 
Little Gents’ 8-10% 1.15 


When the Top Notch 
salesman calls to show 
you the GRIPS line for 
the 1929-1930 season, 
_ please remember this: 
The entire Top Notch program is based 
on doing business with the Independent 
Retailer. You can secure from us ex- 


actly what you need to win out against 
cut price competition—distinctive mer- 
chandise with exclusive features on which 
you have protective distribution. 


THE BEACON FALLS RUBBER 


426 Second Avenue, North 
Minneapolis, Minn. 


1714 WashingtonAvenue 208 So. Jefferson St. 
St. Louis, Mo. Chicago, III. 


241 Congress St. 
Boston, Mass. 


Beacon Falls, 


RODEO 


A popular sole design, made of extra 
fine quality black rubber; firmly grips 
the floor. Very attractive upper. Ex- 
ceptional value at a most reasonable 
price. Made in both white and brown, 
with trimmings to harmonize. 


Price 
$1.25 
1.15 
1.00 


Sizes 


Men’s ... 6-12 


BOYS’ 2%- 6 


Youths’ .. Il- 2 CREPESTER 


Durable backed-up duck upper, 

cut, (lace to toe), made white with gre! 
trimming, ankle patch, back s¢ 
quality crepe sole. 


Sizes Price 


6-11 = 1.40 


BOYS’ . 24-6 _ /.30 
Youths’ ... ll- 2 1.15 
Women’s .. 2%- 8 1.30 


Boot AND SHOE RECORDER " 1929 
combining THE SHOE RETAILER, Aug , aver 





ROYA 


The “F 
footwea 
maximu 
expecter 
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FIDISTRIBUTION 











Independent Retailer 


“Protective distribution” on distinctive 

merchandise not only gives individual- 

ity to your store but also enables you 

to keep down your investment and in- 

crease your turnover. The Top Notch 

policy—in manufacturing, selling and 

adv ertising—ts tied up so closely with 
the needs of the Indepen- _iigner priced "shoes. Made in white or 


brown duck uppers, with black sport 


dent R e t al ile r that it trimming, and ankle patch. The sole is 


a light colored sole carrying the well 
known Beacon Falls imprint. 


makes a most attractive Sizes Price 
a -n’s 6-11 $0.84 
proposition for you. .2%-6 «78 


Youths’ ... Ill- 2 By | 
Little Gents’ Jr. 
Mak Top Notch Rubb " 
SHOE COMP Al \ " ‘and Canvas Rubber Sole a fl F © . r 
ootwear S «ws o- ° 


1152 Penn Avenue, 106 Duane St. 530 Howard St. 
Pittsburgh, Pa. New York, N. Y. San Francisco, Cal. 


Conn. 


LEADER JUNIOR 


WOMEN’S ONSET 


A splendid low priced athletic shoe 
for women’s gymnasium wear. Made 
with white duck upper, loose lining, 


white rubber sole. 


iis Sis ASBURY OXFORD 


Women’s Bal . 2%- 8 $0.95 An inexpensive, durable all-around gym 
ROYAL BAL shoe. Well-made, with a reinforced toe 
cap of neat appearance and having good 
wearing qualities. 


The Brown Oxford is made with brown 
sole 


The “Royal” Line is our lowest priced 
footwear offering. It is built to give the 
maximum wear that can be reasonably 
expected of a line so low priced. 


Sizes Price } 2 Men’s Oxford 
Men’s Bals. 6-11 $0.79 P a ; 6-12 $0.84 


> Bals att , Oxford 
BOYS’ "314.6 .75 te! lS BOYS’ "s%-6 76 
Youths’ Bals a od Youths’ Oxford 
-70 Fs a 11- 
os ‘ a Women’s Oxford 


1l -70 6. 67 
Child’s Bals thild’s c 


65 59 


Sizes Price 


2 67 


76 
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eA REAL Selling Point 


Boys’ SHOES equipped 
with LACING HOOKS have a real 
selling feature. LACING HOOKS 
are comfortable and practical, facili- 


tate quick and easy lacing, and with- 





stand hard usage. 





When you order 
specify 
visible eyelets 
and lacing hooks 


KS 


TUBULAR RIVET AND STUD COMPANY 
UNITED SHOE MACHINERY CORPORATION, Selling Agents, 205 LINCOLN STREET, BOSTON 
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Delman writes SOLITAIRE 
About New Suede Dressing 


Most large shoe chains are now 

selling Solitaire with great suc- 

cess. Solitaire cleans, preserves MN - 

and polishes all kinds of leather. ~— avenue ae Jalon) 


LD SIO bey 
LVork, 


Wr, p 

Solita; 7RStein 
320 Medi. t 

> is © Ch aA 

New Tork, tt prenue nical Co, —_ 51, lope 


® you, -°Ston on to te) 
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to 


tr am wri 
= + ting 
th, 
{ - oy While ese few ie. 
thet 
ed 
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I 
am very Plea 
2 sed 
Uede shoe, 


Veloy have 
t. 
“2 Tiled the 


now ere 
On wil) use ereeably 


ROthing 


P and 


wi 
© used qi 


Winner of twenty Gold Medals in 

Europe in two years for superior quality, 
Solitaire is repeating its sensational European 
success in this country 


And now Solitaire announces to the trade a complete line of 
Suede dressings in keeping with the vogue for fall. 


Write for Samples and Information 


SOLITAIRE & FURMOTO CHEMICAL CO., INC. 
300 MADISON AVENUE, NEW YORK CITY 


80 Boylston St. 128 North Wells St. 1627 Locust St. 1463 Parthenais St. 
BOSTON, MASS. CHICAGO, ILL. ST. LOUIS, MO. MONTREAL, CANADA 


We still have some attractive territories open for agencies. 
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Y Tuis flat eyelet, with its 


circular stitch design, gives the 
shoe that dignified air of simplicity. 
Nothing more surely manifests the excel- 
lence of materials, workmanship and style 
in footwear than Diamond Brand Visible 
Fast Color Eyelets . . . Their raised dia- 
monds, like the karet mark on gold, 
identify them as genuine fast 
color eyelets, which distin- 
guish footwear of quality, 
fashion and good taste ~ 


DIAMOND BRAND //sib/e FAST COLOR EYELETS 
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THE TRAVELING 
SHOE SALESMAN 


HE wise and successful retail 

shoe merchant budgets his buy- 
ing carefully, records of sales in past 
gasons being one of his major 
guides. Is there a thought here for 
the traveling salesman? 

Woulcn’t it be possible for a sales- 
man, before starting on his trip, to 
go over the purchases which his cus- 
tomers have made in seasons past; 
to study conditions in the territory 
which he is going to make; and to 
budget his sales in advance? By this 
we do not mean to establish a quota 
for himself in the shape of a grand 
total, but to establish a quota for 
himself with each individual account. 

Perhaps it will be objected, and 
rightly, that the exact conditions 
necessary to determine what amount 
of merchandise each account shall! 
buy, cannot be determined until the 
secount is visited and the previous 
season’s sales determined. But even 
then, it is merely a matter of arith- 
metic to determine about what your 
account is in position to buy. 

If his sales have shown an increase 
of 10 per cent since your last visit, 
then your aim should be to persuade 
him to buy 10 per cent more for the 
coming season—provided business 
conditions in that district warrant 
it. If a general trade recession is in 
sight, then your selling “budget” also 
drops. If an era of prosperity seems 
just ahead, then your aim should be 
to anticipate it, in merchandise sold, 
by just exactly the same percentage 
as the expected increase in general 
prosperity. If he has increased his 
sales, let us say, 12 per cent in the 

on past and the chances seem 
lavorable for a similar increase in 
ne coming season, your sales budget 
for the particular account obviously 
talls for a 24 per cent increase. As a 
matter of fact, this is the method 
pursued in merchandising electric 

‘frigerators—why not think it over 

hd try it with shoes? 











LAYTON EMERSON, a former 

Member of the Brockton firm of 
taig, Reed & Emerson, is now con- 
tied with Leonard & Barrows, Inc., 
of Middleboro, Mass., manufacturers of 
medium grade shoes for men. Mr. 
‘merson is covering a number of the 
ig city accounts. 
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EMBERS of the Wisconsin Shoe 

Travelers’ Association acted as a 
reception committee at the convention 
of the Wisconsin Shoe Retailers’ Asso- 
ciation, held last week in the New 
Pfister Hotel, Milwaukee. Previous to 
the convention, Frank J. Larkin, presi- 
dent of the National Shoe Travelers’ 
Association, and also an active member 
of the Wisconsin group, sent invitations 
to all officers of the N. S. T. A. asking 
them to be his guests during the con- 
vention. 


HARLES W. 

MORRILL, 
chairman of the In- 
surance Committee 
of the National Shoe 
Travelers’ Associa- 
tion, has submitted 
his semi-annual re- 
port, in which is 
shown a healthy in- 
crease in_ policies 
written. The next 
semi-annual pay- 


ent period is 
Charles W. Morrill 


m 
October 1, with rates 


and classifications 
remaining as they were during the pre- 
vious six-month period. Literature and 
notice of premiums due will be sent to 
all policy holders during August. En- 
closed with the bills for premiums will 
be return reply envelopes and cards 
which policy holders will be asked to 
fill in with the name of a likely insur- 
ance prospect. This prospect list, when 
gathered together, will be circularized 
with literature describing the benefits 
of the N. S. T. A. insurance plan. The 
report emphasizes the fact that $50,000 
has been paid out to beneficiaries since 
the plan first became operative and 
that, in each case, payment was made 
within twenty-four hours of the re- 
ceipt of the properly filled in forms. 


HE Pacific-Godman Shoe Company, 
which recently opened a_ well- 
stocked distributing branch at 438 
Ninth street, San Francisco, Cal., from 
which the trade in California, Oregon, 
Nevada, Washington and part of Idaho 
will be served, entertained many visit- 
ing buyers at the new offices during the 
C. S. R. A. convention, and also main- 
tained a display at the convention head- 
quarters at the Hotel St. Francis. 
J. P. Shipmen, Jr., former factory 
representative for the H. C. Godman 
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Let’s Take a Look at Dayton 


AYTON, Ohio, with a popula- 

tion of approximately 180,000, 
is the center of a trading area with a 
population of approximately 300,000. 
Annual shoe sales at retail are about 
$4,500,000, of which $1,300,000 are 
men’s; $2,500,000 are women’s, and 
the remainder children’s. 

This city is a typical Mid West 
town—busy and prosperous as a re- 
sult of the presence there of big 
plants owned by the General Motors 
Corporation and others. 

Every privately owned shoe store 
and shoe department in department 
and clothing stores in the business 
center of Dayton is a Boor AND 
SHOE RECORDER subscriber, with two 
exceptions—a small department store 
and one privately owned shoe store. 

[The black dots on the 


above indicate RECORDER 
scribers.] 


map 
sub- 











Company, is manager of the new dis- 
tributing branch, and has gathered an 
able staff around him, including J. Ad- 
ler as office manager, and Clarence 
Wagner as merchandise manager. 

The sales staff and their territories 
include Harold M. Kahn and David 
Roth, Greater San Francisco; D. L. 
Burton, Northern California, Nevada, 
and Southern Oregon; J. L. Fowler, 
Southern California; M. M. Burton, 
Central and Northern California; Rob- 
ert Cannon, San Joaquin Valley and 
Central Coast; H. L. Chevrier, parts of 
Oregon, Washington and Idaho; P. T. 
Gardner, Western Washington, and 
George H. Buchanan, parts of Oregon 
and Washington. 


ALTER BARCLAY, who has for 

the last four years been Pacific 
coast representative of the Elco Shoe 
Manufacturers, Inc., of Brooklyn, has 
severed his connection and will now 
represent Seymour Troy & Co., Inc., 
Brooklyn makers of women’s fine 
Goodyear turns. 

Mr. Barclay will make his headquar- 
ters at the Hotel Lankershim, Los An- 
geles, and will thus remain in the midst 
of a territory which he has successfully 
covered for a number of years. 





The *“‘Eleanor” Tie 
K3220 Patent A to 
K3221 Black Kid A to EE 
K3224 Tan Calfskin 
Widths—A to E 
EEE 


The “‘Marcella” 1 Strap 
K3290 Patent A to EEE 
K3291 Black Kid A to ERE 
K3294 Tan Calfskin B to D 
Widths—A to E $2.75 
EEE 2.85 


The “Lola” Tie 
K3020 Patent A to BEE 
K3021 Black Kid A to BEE 
K3023 Black Calfskin A to EEE 
K3024 Tan Calfskin A to EEE 
Widths—A to E $2.75 
EEE 2.85 





You can expect much 
from these $3.95 shoes— 
and not be disappointed. 


Every pair is made from 
far better materials than 
go into the usual $3.95 
line. 


Fit and wear are guaran- 
teed. 


They are stocked in A to 
EEE widths. 


Your request for sample 
pairs will be promptly ful- 




















HEALTH 
SHOE 
COMBINATION LAST | 











The “Cleo” 1 Strap 
K3130W—AlIl Over Patent 
Wood Heel, A to D y 


K3134W—Tan Calf V 
Alligator Qtr. Wood 
D 
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J. KALTEN- 
e BRUN, presi- 
dent of the Ohio 
Shoe Travelers’ As- 
sociation, has is- 
sued an invitation 
to every member 
of the Columbus 
(O) association to 
become affiliated 
with the _ state 
group. The rres- 
ent membership of 
the Ohio associa- 
tion is approxi- 
mately 150; that 
of the Columbus association is about 
75. If the invitation is accepted, it will 
make the Ohio association one of the 
strongest in the country in point of 
membership. 


gb Kaltenbrun 


ALESMEN representing the Golo 

Slipper Company, of New York, are 
in their territories and it was said at 
the offices of the company at 129 
Duane Street that an excellent volume 
of fall business is being sent in. The 
list of salesmen and the territories 
they are in during the current week is 
as follows: 

§. H. Barnes, Kansas City, Mo.; F. 
Bernard, Boston; B. J. Cohn, Illinois; 
E. Lee Hall, en route to New York; 
H. H. Kasindorf, Louisiana and Mis- 
sissippi; B. G. Weiner, Havana, Cuba; 
C. Winneguth Ohio. 


SCAR GOEGER, formerly a mem- 

ber of the sales force of Norman & 
Bennett, Inc., of Boston, has joined the 
sales force of Schwarz, Ruggles, Inc., 
of Rockland, Mass. He will cover New 
York City and vicinity, carrying both 
men’s and women’s shoes for sport and 
street occasions. At one time, also, Mr. 
Goeger carried the line of The Pels 
Company of Brockton. 


ONTRARY to custom, the entire 

sales force of E. T. Wright & Co., 
of Rockland, Mass., is continuing on 
the road during the month of August, 
introducing the company’s new in-stock 
plan, which now embraces 107 numbers 
and a wider range of retail prices. Or- 
ders received to date are sufficient in 
quantity and size to insure cutting 
throughout the fall months. 


(CHARLES J. GILES has joined the 

sales staff of the Marmon Shoe Co., 
192 Broad Street, Lynn, Mass. He will 
carry this line of style McKays into 


the larger cities of the West. Mr. Giles 
was formerly a member of the firm of 
Donovan, Giles Co., also of Lynn. 


JiMEs GORMAN is now covering the 

principal cities of the Central West 
for the Curtis, Stephens, Embry Co., of 
Reading, Pa., manufacturers of juvenile 
ootwear. For many years, Mr. Gor- 
man handled the “Educator” line. He 


wil continue to operate from his home 
city, St. Louis, 
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Uses Plane to Catch 
Ocean Liner 


San Francisco, Cal. (UTPS)— 
Fred Gerlach, San Francisco shoe 
manufacturer and dealer, whose 
establishment was razed by fire on 
lower Market Street a few days 
ago, is now speeding across the 
Atlantic aboard one of the liners 
of the United States Lines in ac- 
cordance with his original plans 
because airplanes now span the 
continent on schedule time. 

The fire delayed Mr. Gerlach’s 
departure from San Francisco. 
When he was prepared to leave 
by train he discovered he would 
miss his steamer in New York. 
Calling at the office of the West- 
ern Air Express, he was told he 
could get there by the air-rail 
schedule. He had only two hours 
to get ready. Proceeding by the 
Western Air Express to Los An- 
geles, thence to Kansas City, he 
traveled the balance of the dis- 
tance to New York via the Santa 
Fe and New York Central’s “Cen- 
tury.” He arrived in New York 
in ample time to claim and check 
his baggage. 











RESIDENT A.C. 
LUDLAM and 
Secretary W. T. Mit- 
chell, of the South- 
western Shoe Tra- 
velers’ Association, 
have submitted their 
semi-annual report, 
in which they feat- 
ure a membership 
drive being made 
in an attempt to win 
the cup offered 
annually by the Na- 
tional Shoe Travel- a <. 
ers’ Association to . 
the affiliated organization showing the 
largest increase in membership. To. date 
97 new members have been added. The 
cup last year was won by the Wis- 
consin association. 


Ludlam 


HE value of the identification disks 

supplied by the National Shoe 
Travelers’ Association to members 
who are insured under its plan of 
group life insurance was demonstrated 
in an interesting way during the past 
ten days when two bunches of keys 
were returned through Secretary T. A. 
Delany’s office to their owners. One of 
these bunches of keys was picked up on 
a street in Chicago and another was 
found on the sands of a New England 
beach resort. About a dozen bunches 
of keys, all told, have been returned 
to members through the N. S. T. A. 








Salesmen Book Good Fall Business 


CINCINNATI, OHIO — Everything is 
humming around local shoe factories 
and all indications point to a busy fall 
season. Scarcity of help has kept pro- 
duction down at some plants as the 
majority are short at this time on 
stitchers and finishers. Some factories 
are sold to capacity for September 1st 
and 15th delivery and are accepting 
orders now for October 1, or later. 

Fall bookings show that much will be 
expected of black patent. It is being 
used in a large variety of styles, many 
plain, and some in making up combina- 
tions with various other leathers. Fall 
footwear trimmed or piped with patent 
is very popular at this time. 

One factory has been running regu- 
larly for the last two weeks on brown 
and beige suede and several others re- 
port a good play on suede. Suede book- 
ings are about evenly divided between 
plain and combinations. A few fabrics 
are being made up but business on them 
for the season is not expected to run 
into much money. 

The style trend for fall seems to 
lean toward slender shoes with medium 
high slender heels. Delicate ornaments 
add grace to some few styles but it 
seems that buckle and bow popularity 
is almost a thing of the past. 


BrRocKTON, Mass. — Further empha- 
sizing the remarkable run of business 
Brockton shoe companies have enjoyed 
the first half of the year, the Geo. E. 
Keith Company announces an increase 
in sales of more than $1,000,000 in its 
retail stores during that period. This 
tremendous increase was in part attrib- 
uted to the large sales of women’s shoes 
of the three tynes manufactured, to- 
gether with steady business done in the 
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men’s lines. The company announces 
that prospects are bright for an even 
better fall and winter run, and that 
unless an unexpected lull should come, 
the year’s business should eclipse all 
records for a decade. 

With this announcement, also, comes 
word from the W. L. Douglas Shoe Co. 
that volume has again been increased 
at the North End factories to capacity 
output with every department working 
full time. A particularly brisk retail 
trade in all of its 125 stores throughout 
the country, somewhat unusual during 
the hot months, is noted. Production of 
women’s shoes has also gone ahead of 
men’s shoes at this plant. 

Another convincing feature is an- 
nouncement that the Stacy, Adams Co. 
which turns out shoes which retail from 
$14 to $25, is increasing its fall run 
output 50 per cent because of the de- 
mand for custom shoes. 

At least a dozen other factories re- 
port sales gains of from 12 to 38 per 
cent for the first half year, and shoe 
shipments, which average a little more 
than 30 per cent, would seem to bear 
out their claims, 


BROCKTON, Mass.— To provide for 
continued steady growth, the Union 
Shoe Co. has begun work on the addi- 
tion of another floor to its factory, and 
the contractor has an extra large force 
at work on the mill-construction job in 
an effort to have the new manufactur- 
ing space ready for occupancy within a 
month. When the work is completed, 
about 50 additional hands will be hired 
to increase the production to 920 pairs 
daily. The company makes novelty and 
staple men’s medium grade shoes. 












, NO 
COMPROMISE 















OU wouldn’t offer 


a fine shoe to a cus- 






tomer without laces. 





Why then compromise with quality? Why 
not equip those fine shoes with fine laces? 







Good shoes deserve good ‘laces to sustain 
their reputation. A shoe lace that snaps, 
frays or becomes tipless after short service 







can ruin the regard the customer has for 






you and the footwear. 






Our complete line of glazed, soft finished 





and mercerized laces will win the good-will 






of your customer. - Matson Fabric Tips 
lend added distinction to both shoe and 
lace. 















SHOE Lace Company, Lt 
610 MANTON AVENUE PROVIDENCE. R. 


Selling Agents 

















a 
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Pst (ay at the Chew ;! 


Two of the smartest women in New York were 
seen wearing navy-blue shoes and bags with beige 


fur coats. This year, your customers will follow 


their lead. Sell shoes and bags in 


Serge Blue ; No. 1310 


Grotto Blue (No. 1300 
for wear with al] sports furs. 


Lhe New Crstle ees whiel ler C., Frc 


cohennphes by request to | 1702 = 100 Gold Atreel. New York 





Boor anp 
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To Clean Up Odds and 
Ends 

EATTLE, WASH.—F. M. Ratcliffe 

says—Display odds and ends in one 
section of store, assign one of your best 
salesmen to take charge of this section 
until the stock is cleaned up. Make this 
salesman’s pay equal to that of the man 
selling the regular stock. Tell this 
salesman that you have placed him in 
charge, because you realize that he is 
more than an ordinary salesman; urge 
him to show the customers all of the 
many styles in that section to which 
they can be fitted at less money. In- 
struct the salesman to give as good 
fittings in this section as are given in 
the regular merchandise section, and to 
make exchanges willingly. I believe 
that this salesman will average more 
than two pairs to the customer. Many 
people who never read a sales adver- 
tisement will be told by friends about 
the wonderful values and splendid ser- 
vice given at your store, and you will 
not only keep your old customers, but 
gain new ones. 

“ * 


* 

He Sells Lots of Men’s 

Size Fives 

ROVIDENCE, R. I. — By not- 
ing the sizes of shoes called for 
most frequently and by noticing the 
type of fellows who pass. his store, 
Fred Markoff, president of Honorbilt, 
Inc., of this city, has found that size 5 
shoe is the most popular size. By stock- 
ing with unusually large amounts of this 
size footwear, they have made them- 


selves famous for that size shoe and 

have attracted a large percentage of 

this passer-by trade. 
This men’s store is 


located near 








Postcard Booms Summer 
Business 


Annual 
Preliminary 


Summer 
SALE 


Beginning Monday, July 15 


Sa regular Thayer MeNeil customer 
you are invited to a Private Sale 

the week preceding our 47th Annual 
Mid-Summer Sale. It will afford first 
choice of some truly extraordinary values 


5500 pairs of Women’s and Men’s 
shoes taken from regular stock 


$77.85 $Q-85 $11 -%5 $1485 


1000 pairs of children’s and misses’ shoes 
CHILDREN’S MISSES’ 


$2.85 & $3.85 $4.85 to $9.85 


LIBERAL REDUCTIONS IN HOSIERY 
MEN’S—WOMEN’S—CHILDREN’S 


Special reductions will also be offered 
at the Uptown Shop 


47 McNet + 15 

















Temple McNE IL West 


Place COMPANY Street 


The post card as an advance notice of 

a Summer sale is most effective adver- 

tising. At a minimum of cost it has a 
maximum of attention getting 








Swap dollars and yow’re 
even— 

Swap ideas and you profit 
tenfold. 




















several good-sized jewelry shops wher 
a large percentage of young ielloy: 
work, bringing a smaller type of mer 
by the store. In this size 5 line, the 
sell carload after carload of al! kinds 
of footwear almost to the exclusion of 
other sizes. 
x * * 


Keeping Accurate Lists 


AN ANTONIO, TEX. 

Staudt has a list of sonx 
names of men who have bought 
from him. He feels that if he can kee; 
these men satisfied as far as their shoe 
wants are concerned, he has the basis 
of a fairly good business. For twelve 
years he has been sending them free 
shoe laces, ninety days after the pur- 
chase and he feels that the customers 
are as appreciative today as they were 
when the idea was first started. 


(harles 
10,006 


shoes 


* * * 


Concentrating on Large 
Sizes 
OS ANGELES, CAL. — Tak 


about your specialty shops. here is 
one that is a specialty shop plus. It 
only carries women’s shoes, from sizes 
5 to 11 and in prices from $12 to $25 
Now if Spiker & Rushton haven't 
specialized, I do not know of «ny one 
that has. They are located in the bal- 
cony of Peterson’s Gray Ship, a 
establishment which caters to “women 
who are no longer slender.” Thats 
the reason why the shoe department 
does not carry shoes smaller than siz 
5. In speaking about his trade, Mr 


Boot AND SHOE RECORDER 
combining THE SHOE RETAILER, AU 





in the 
ture ¢ 
tomer 
tured 
are fr 
ple, ai 
It app 
comm 
know! 
to pos 
family 
all-the 
mailec 
tracti 


F guests 


booter 
direct 


ANI 
salesm 
“Good 
The r 
sold is 
pletely 


combin 


ps where 
tellows 
of mer 
in a they 
all kinds 


lusion of 


Lists 


Charles 
e 10,000 
‘ht shoes 
can keer 
leir shoe 
he basis 
rr twelve 
lem free 
the pur- 
ustomers 
ley were 


arge 


Talk 
here is 
lus. It 

1 sizes 
to $25 


haven't 
ny one 
the bal- 


women 
That's 
irtment 
han size 
le, Mr 


Rushton mentioned that they were con- 
sidering discounting both the 5’s and 
the 5 1/2’s on account of their limited 
gle. Advertising is generally keyed 
to the style and size appeal, for this 
sore does feature real style shoes in 
the large sizes. Lizards, water snakes, 
pastel shades in the 9's, 10’s and 11’s 
are fairly plentiful, but the extreme 
high heels and the extreme patterns 
are out of the picture. Millionaire cus- 
tomers are quite the rule, so the adver- 
ising is conservative in its tone. 
* * * 


Photo of Real Child Is 
Helpful 


IAMI, FLA. (UTPS).— The 
|Vi Lorraine Children’s Bootery, lo- 
cated in the Lorraine Arcade, advertises 


AVE you met big 


ton is marked in code, with the day, 
month, and year, it is received into 
stock ; also a number that represents the 
maker. This gives a check at a glance 
on every pair of shoes in stock. When 
a pattern seems to be going into the 
limbo of forgotten shoes, we hold an 
inquest over it, to determine whether or 
not it should be reduced, and put on the 
p.m. list, or if it has been merely 
‘passed up.’ 
merit, we keep it alive and sell it by 
giving it more attention. 


“First—We collect every pair of 
that lot and run it into a separate sec- 
tion of shelving. Second—We take two 
or three pairs of that pattern and give 
them the most prominent place in the 
window—one time showing them to- 
gether—the next time showing them 


Harry—the 


travelingest man in the trade 


—ten months out on 


the road in 


thirty-six States and he likes it. 
Now up in Alaska hunting ideas. 
He’s been in every State and hopes 
to get into every shoe store in Amer- 
ica—eventually. He has the largest, 
most welcome hand in the industry 
—here’s to an early 


in the local papers, always using a pic- 
ture of a child wearing the shoe fea- 
tomer has left for the north. An at- 
tured in the ad. The children selected 
are from well known and popular peo- 
ple, and is a good form of advertising. 
It appeals to the customers. In a tourist 
community like Miami, children of well 
known visitors are frequently selected 
to pose for the portraits. This ties the 
family to the store and results in much 
all-the-year business, as orders are 
mailed back to Miami after the cus- 
tractive engraved card is mailed to all 
guests at hotels advising them of this 
bootery, which is a good way to get in 
direct touch with prospective customers. 


* * * 


Show the Goods! 


Anperson, S. C.—Alford R. Owens, 
salesman at The Fleishman Co., says— 
“Goods well displayed are half sold. 
The reason that the other half is not 
sold is undoubtedly because it is com- 
pletely withdrawn from circulation when 
a newer pattern arrives. The following 
plan of handling such shoes as have 
been ‘passed up’ for newer patterns has 
met with remarkable success: Each car- 
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separately. Third—we split another 
pair, putting one shoe on the hosiery 
case, and the other on the wrapping 
counter. Fourth—We advertise that 
pattern. Fifth—We show that model to 
every customer who asks for, or who 
can wear, that type of shoe. Occasion- 
ally, we make a sale through suggestion 
by the hosiery girl to a customer who 
had come in to merely purchase a pair 
of stockings. If a customer selects a 
different shoe, we still have a reminder 
at the hosiery counter, and another at 
the wrapping counter, and sometimes 
get that ‘extra pair’ in that way—noth- 
ing high-powered—just plain selling. 
Points are given each salesman accord- 
ing to his sales, and a day off is 
awarded each month to the high-point 
man of the month previous. Any sur- 
viving sizes, and they are few, are 
cataloged as ‘hard,’ and go on sale with 
a big enough p.m. to move them 
quickly.” 


* * * 


Many Pairs Sell by ’Phone 


DANVILLE, Pa. — Victor J. Marks, 
Marks Shoe Store—“In addition to seg- 
regation of older stock, according to 
size, in accessible section, small p.m.’s, 
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If it is found to haves 


and enthusiastically showing older stock 
to every customer, have each salesman 
call up prospective customers for these 
shoes. Send,out cards to other cus- 
tomers whose sizes are included in 
these styles. Offer a slight reduction 
on shortest lines; scatter these styles 
in the window displays with newer 
styles. When a customer buys a pair 
of the latest arrivals, tell sa'esman to 
try to sell her a pair of the older styles, 
too. All these methods have helped us 


to clean out certain numbers which we *® 


did not want to bargain table at a loss.” 


Harry R. Terhune, Field Editor 











: » |STYLES OF 
The Shoe Chest” | TOMORROW 


ATrrRactive and original are the new Inde- 
pendent patterns—the kind that will cause 
passers-by to stop and make your window their 
‘wishing window.”’ 

You'll recognize—and your customers will, too 
—a refreshing style departure in the current 
Independent display. Merchants everywhere 
are signifying their satisfaction by anticipating 
their needs and ordering now. 

**Essare,”’ the smartly fashioned four eyelet tie, 
pictured below, typifies the Independent trend 
toward footwear of truly modern design. Let us 
arrange a showing of other patterns every bit 
as interesting. 


Write or wire for an appointment. 
Black Suede Four Eyelet 
tie, Satin Mat Kid Trim 
and Heel Cover. 195 Last, 


“ESSARE”’ 19/8 Covered Spike Heel, 


GenuineLockstitch Tack- 
less Construction. 


AAA to C Widths 
Special Make Only 


offers to enterprising merchants | The shoe chest 
a tremendous extra profit and | illustrated is 
business building opportunity. | Mode! “E”, made 

P f od, finished 
In many beautiful colors the | ° “°° me 
2 - d with durable fab- 
consumer is quickly attracte din at aid 
to the shoe chest and the desire | decoration. It 


to have one is great. measures 27” 
high, 14/2” wide, 
and 103%4” deep. 
P Made in sizes to 
the country are featuring shoe | j.14 4 pairs, 6 


chests not only as an independ- | pairs,8 pairs, and 
ent unit but as a part of a | hosiery drawer. 
merchandising plan selling a | Shee chests to 
. hold more than 
complete shoe and hosiery ward- ; 
: Cae eight pairs are 
robe. There are big possibilities. | ,,ecially made 
Write for information. to order. 


? 


Progressive merchants all over 


Wise: : 
Independent Shoe Manutactur« '/ 


A. HENDON & SON | 22.0 


“Art Novelties for the Shoe Trade” 
186-192 West 4th St. New York | 9 
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are preparing now 
for bigger business 
this fall— 


ARE YOU? 


Don’t wait for this business to go to your com- 
petitor. Let a new Kawneer front carry your 
message of progress to those thousands of 
shoppers who have passed you by. 

Mail the coupon today for our book of Mod- 


ern Store Front designs. It costs you nothing. 


Kawneer 


BRONZE 


STORE FRONTS 
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32 NEW MENIHAN IN STOCK NUMBERS 
FOR FALL 


Lizards—Suedes—Brown, Blue and Black Kid—Silk 
Other Lively Ones Coming Through. Send for New Fall Catalog! 


“CAPITAN” 
Special Process 
Brown 


B-262—tienuine 
Grain Lizard 
Quarter 

B-261 
Grain 
Quarter 


with 


Genuine 


Lizard with 


“HINDU” 


Special Process 
Lizard 


B-239— Brown Ring 
(Imitation) 


“CLARE” 
22/8 Heel 
Special Process 
- Brown Velvet 
-268—Black Velvet 


Prown 


Black 
Mat 


“INDRA” 
Special Process 

B-225—Genuine Brown Lizard 

with Brown Kid Quarter. .$6.25 
B-164—Genuine Black Lizard 

with Mat Kid Quarter... .86.25 
B-133—Genuine Ne san Tan 

——_ with Kid Quarter 


B- nia —Genuine Blue 
with Blue Kid Quarter.. 


“HELMA” 
Special Process 
B-263—Genuine Black 
Grain Lizard 


Small 
Kid 
86.50 
Small 
Kid 
$6.25 


Small 


- $6.35 


“IVENA” 
Special Process 
B-266—Brown Kid with Brown 
Scorpion Calf Trim $5.25 
Calf 
>. 1¢ “FLING” 
Special Process 
B-228—Brown Suede with Brown 
Lizard Trim 
B-233—Black Suede 
Lizard Trim 


with Black 


“REGENT” 
19/8 Heel 
Special Process 


- 06.58 so —Soe n Suede 


B-S4 
B-96 


B-948— Blue 
B-949—Dull 


B-170-— 


“VERDELLE" 
Special Proces 
S—Genuine Black 

with Mat Kid Quarter 


—Genuine Blue 
Blue Kid Quart: 


Lizay 
. 86.23 
Ligar 

with $6.: 


“IVENA” 
Special Pro 
Kid 
Lizard Trim ... 
Blac 
Black Moire Calf ‘T: 


WN 


“REGENT” 
19/8 He 
Special Pr 


-Imported 


-Black Calf (Light “POLO” por oe suitable 
Special Process 
B-704—Patent Leather 


B-705—Mat Kid 


176—Black Calf 
Weight) 

175—Patent Leather 
-286—Brown Kid 


Leather 
Satin 


. 84.65 
$5.00 


) 
-Patent 


B- 
B- 
Black Satin ... B- 
B- 
‘ B- 
White B 


B 
B-224 5.00 B-90 —Silver Kid 


SIZES 
Terms, Net 30 Days. _ 5 to 
Twenty-five cents ad- coccccc ee 4% to 
ditional for orders of y, coccccccc$ to 
less than three pairs. cocveccceed & tO 


SHOES eocccccced to 


AOCHESTER 


THE MENIHAN COMPANY 


In-Stock Department 


ROCHESTER, N. Y., U. S. A. 


Pittsburgh Office 
Henry Hote. 
W. A, BARNEY 


Chicago Office 
MaJEstTic Hore. 
F. J. SATEK 





Makers of Menihan Arch-Aid Shoes 


Clevelar 


' THe Hou 
Los Angeles Office hi PB. 
111 East 8TH Sr. 
Cc. EB. VAN DE GRIFT 


New York Office 
846 MARBRIDGE BLDc. 
B. W. 


San Francisco Office 
PLAzA HOTEL 


MOYLAN H. 8. KUSHINS 


New England Office: 


Detroti Office 
DerroiT-Le! HoT. 


Draper Hortet, NortHAmpPTON, Mass., Ettiotr La Montacne C. G. BELLERS 
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mWritten down to the market. 


NATIONAL NEWS 


SATURDAY, AUGUST 10, 1929 


. 
pg ONT 8” 5 
ae 


EVERY WEEK 





———_—_ 
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E-J Loans Are 
Cut $3,500,000 
In Six Months 


Statement Says Company’s | 


Financial Position Strongest 
Since Incorporation 


BINGHAMTON, N. Y.—The report of 
Endicott-Johnson Corporation on the 
results of its business during the first 
six months of 1929 shows that sales of 
finished products and by-products in 
the period ending July 6 amounted to 
$32,562,227.07, and that the net profits 


Swere $438,665.48, after provision was 


made for Federal income taxes. 

An explanatory statement accom- 
panying the report asserts that “Finan- 
cially the company is in the strongest 
position since its incorporation, having 
paid off all bank loans and reduced bor- 
rowed money to $1,000,000, which con- 
dition shows current assets to current 
liabilities a ratio of 8% to 1 as against 
4% tol January 1. Loans during the 
first six months have been reduced 
$3,500,000. 

“Inventories all taken at cost or re- 
placement, whichever may be lower. On 
January 1, last, our inventories were 
From 
January to July a further decline in 
hides necessitated radical reduction in 


84.559 inventory value. 


)ifice 
n Hote 
NKS 
) fice 
p Horm 
LERS 


r, 10, 1928 


“The definite decision of your Board 
of Directors to reduce their total in- 
ventories, together with the writing 
down of values, has made the last six 
months less profitable than usual. 

“Going into the fall period, or best 
half of the year, we are in fine shape 
and look for a very satisfactory result 
at the end of the year. 

“We have maintained our usual high 
scale of wages in the face of difficult 
conditions. We have maintained the 
usual good will of the workers and cus- 
tomers, and the future looks very bright 
for an increasing business and satis- 
factory results.” 


Back from Trip South 


NASHVILLE, TENN. (UTPS)—H. A. 
Vanderford, manager of the Nashville 
College Slipper Shop, has just returned 
with his family from a Florida trip. 
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| Wisconsin Shoe Retailers Postpone 
| Union with Northwestern 


MILWAUKEE, WIs.—At the closing 
session of the Wisconsin Shoe Retail- 
ers’ Association convention last Thurs- 
day, B. J. Friedl, Wausau, Wis., was 
elected president of the association for 
the ensuing year. John Geisinger, Mil- 
waukee, is first vice-president, and E. 
Secor, Fond du Lac, second vice presi- 
dent. The following directors were 
elected for a three year term: T. W. 
Hamilton, Berlin, Wis.; Otto A. Han- 
sohn, Sheboygan; W. F. Wuerl, Mil- 
waukee. 

Wausau, the home of the new presi- 
dent, was voted the convention city for 
1930. 

August H. Vogel, past president of 
The Tanners’ Council, was the princi- 
pal speaker at the banquet Wednesday 
evening at the Hotel Pfister. Speaking 
on “The Tariff,” Mr. Vogel referred 


briefly to his participation in 1909 and | 


1913 when tariff revisions were effected 
on leather and allied products. He des- 
cribed the position of the tanning in- 
dustry as an effort to run a free trade 
shop in a highly protected country. Mr. 
Vogel said: 

“A 10 per cent tariff on hide prices 
and a 15 per cent increase on leather 





To Lead Wisconsin 
Retailers 


Officers elected for the ensuing 
year by the Wisconsin Shoe Re- 
tailers’ Association are as follows: 

President, Ben Friedl, Wausau. 

First Vice President, John Gei- 
singer, Milwaukee. 

Second Vice President, E. Secor, 
Fond du Lac. 

Secretary-Treasurer, J. B. Lan- 
genberg. 

Directors to Serve for Three 
Years: W. Hamilton, Berlin; O. 
Hahnson, Sheboygan; William 
Wuerl, Milwaukee. 
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| Directors Vote at Milwaukee Convention to Table Affiliation 


Plan Until 1930—Discuss Retail Problems 


| will affect prices of shoes very little.” 
Messrs. A. B. Caspari, William F. 
Wuerl and Ray J. Ripple, comprising 
the Resolutions Committee, made a re- 
port which was unanimously adopted at 
| Thursday’s concluding meeting. High 
tribute and appreciation were extended 
to Convention Chairman Charles E. 
Collar; to Mrs. John Geisinger and the 
| ladies of the Entertainment Committee, 
| as well as shoe travelers, manufactur- 
ers and others contributing to the suc- 
cess of the sixteenth annual convention 
| of the Wisconsin association. 

E. W. Cornelius, active secretary of 
The Wisconsin Retailers’ Association, 
embracing many lines of merchandise 
at retail, was the principal speaker at 
the opening luncheon session of the con- 
vention. 

Declaring that merchandising is ex- 
periencing a revolution, Mr. Cornelius 
| covered many phases of modern retail- 

ing. “Your store,” he said, “belongs to 
| your customers, because when they get 
| through coming into your store—you’re 
| done! 

| “It is up to you to know about your 
| civie events, and take part in them. 
| Note how the airplane, the radio and 
the automobile industries capitalize on 
these happenings of public interest. If 
| a drive for airmail is being conducted 
| in your town, dress up your window to 
| conform. 

“The trade association of today and 

| tomorrow must deal with facts and 
surveys. We must learn what our 
| trade wants and give it to them. And 
| the information must be supplied in 
terms of the individual merchant. The 
automobile, the bus and the airplane 
| have changed modern merchandising 
| conditions. The automobile is the great- 
| est moving market and university of 
the ages. In localities where only a 
| short time ago there was a 90 per cent 
| local market, today it is now a 75 per 
| cent local market, and the tendency in 
| such localities is toward a 50 per cent 
| home market. 


[TURN TO PAGE 74 PLEASE] 














5 Ix- S hoes 


IN STOCK for late Summer 
and Early Fall 




















L1301—Patent EFS845 1—Brown Elk Unlined FO363—Patent with Calf DN351—Patent (olonial 


ee aE 8 CD = 8K CD Trim Byal OD 11%: Rep 
L4151—Light Smoke $1.80. $2.25 8%-11 C-D 11%-2 B-COD $2.50 $2.90 
5-8 C-D 8%-11 O-D 11%-2 B-C-D $2.25 $2.65 
$1.90 $2.25 $2.65 


LANCASTER SHOE CO. 


ELIZABETHTOWN, PA. 


Pennsylvania’s largest exclusive makers 
of Goodyear Welt Shoes for Children 


Distributors 
BV1301—Patent Tie Concord Shoe Co. Jos. P. Dunn Shoe & Leather Co. . 
5-8 D 8%-11 D 116 Duane St. Denver, Cole. DU351—-Patent On: 
$1.90 $2.25 Metropolitan, N. Y. Rocky Mountain States 5-8 OD 
11%-2 D Herbert L. Marx Shoe Co., Northeastern New York State $1.90 
11%-2 B-C-D 
$2.65 


V2653—Dark and Light > ee 
. GJI3153—Tan ¢: 


Smoke Korry Krome Soles on 
Oxford 


Infants and Childs MH 
CB5557—Tan Calf Sport GJI1063—Black Calf Sport 
Oxford 


5-8 C-D 8%-11 O-D 

$1.90 $2.25 Oxford 
11%-2 B-C-D 2%-8 A-B-C-D 8%-11 D 11%-2 D GJ365—Patent Sport Oxford 
$2.65 $3.10 $2.90 8%-11 OD 11% B-OD 
82.50 2.90 


HK9553—wWhite Elk Black HJ4153—Light Smoke Bik 101—Patent One Strap, 12/8 108—Patent ‘> :‘-out Tie 
Calf Trim Crepe Sole Tan Calf Trim Crepe Sole Heel, Kid lined qtr. 12/8 Heel Kid ‘ined at 
2%-8 A-B-C-D 11%-2 BOD 2%-8 A-B-C-D 2%-8 A-B-C-D 2%-8 c-D 
$3.35 $2.90 $3.35 $3.10 3. 
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Up-to-Date Department 
in New Helena Store 


p. H. Rufenacht Installs New 
Equipment to Harmonize With 
General Scheme 


HeteNA, Mont.—The New York 
Shoe Store, conducted by P. H. Rufen- 
acht, is now on the first floor at the 
rear of Figelman’s New York depart- 
ment store, in the northwest section 
of the building. Mrs. M. A. Rufenacht 
is the bookkeeper and L. E. Blixt and 
Warren Batch are salesmen. Mr. 
Rufenachit, who left high school at St. 
Joseph, Mo., to enter the shoe business, 
has been with the New York store for 
18 years. He has spent his life in the 
business, and is widely known among 
the people of Helena and elsewhere 
in the state. He has built up a pop:- 
lar shoe business in the New York 
store by means of substantial goods, 
satisfactory fitting and reasonable 
rices. 
His assistants, Messrs. Blixt and 
Batch, are popular shoemen and both 
have taken courses in fitting shoes and 
have had wide experience. Mr. Blixt 
came to Iielena from Omaha, Neb., 18 
years ago to enter the New York shoe 
store when it opened and Mr. Batch, 
who is a Helena boy, has been with 
the store for 15 years. 

The latest ideas in the merchandis- 
ing of shoes are used at the New York 
shoe department in the Figelman de- 
partment store. The shoes are shelved 
in concealed cases, sectional in form. 
The cases have a capacity of 6,000 
pairs of shoes, and by means of them 
a larger stock of shoes can be carried 
in the same space. The shoe depart- 
ment will carry a third more shoes in 
the new building. The stock will be 
composed of up-to-date women’s, chil- 
dren’s and boys’. shoes. Men’s shoes 
are not carried in this department, but 
in the men’s clothing department. 

Overstuffed leather upholstered opera 
chairs are used in the section. 





To Open New Store 


SEATTLE, WASH.—Three well known 
men have joined forces and will open 
a shoe store which will be known as 
The Dorothy Dodd Shoe Shop. They 
are John Byrnes, who _ represented 
Thomas G. Plant Co. in this section for 
18 years, and will take an active part 
in supervising the fitting; F. T. Barton, 
who will look after the financial and 
merchandising problems and whose 
years of experience in that capacity 
with Rhodes Bros., a large department 
store here, will be a valuable aid, and 
Harry J. Kane, who is to be the stylist. 
For the past eight months Mr. Kane 
has been manager of Allan’s and pre- 
vious to that was in Spokane. 

The fast growing retail section of 
the city has been selected as the site of 
the new store which will be at 321 
Pike Street. The room is 21 by 116 
feet deep and will be ready for business 
by September 1. 


Undergoes Operation 

LOUISVILLE, Ky.—Fred B. Kohler, 
manager of the shoe department of 
Rodes-Rapier Co., has been operated on 
and is at St. Anthony’s Hospital. Mr. 
Kohler expects to go home about Au- 
gust 15 and to be at his office by Sep- 
tember 1. 


Jarman Sales Manager 
Is Fishing in Canada 


NASHVILLE, TENN. (UTPS)—W. H. 
Wemyss, vice-president and sales man- 
ager of the Jarman Shoe Company, 
Nashville, manufacturers of the 
Friendy Five shoes, is spending his va- 
cation this summer in northern Canada. 

According to W. M. Jarman, secre- 
tary and treasurer of the company, Mr. 
Wemyss is “somewhere in Ontario,” 200 
miles from the nearest auto road, and 
“nobody knows how far from a rail- 
road.” When Mr. Jarman was asked 
what there was to lure Mr. Wemyss 
so far from civilization, the laconic re- 
ply was, “fishing,’”’ which identifies the 
shoe man as a disciple of Walton. 





Incorporates Modern Ideas 























— 


The shoe department in Figelman’s New York Department Store, 
Helena, Mont., is one of the most attractive in the State, and employs 
the newest ideas in merchandising. P. H. Rufenacht is manager 
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Style 317—Price $4.60 


Scout Boot 


LIGHT SMOKE ELK 
GRISTLE RUBBER OUTSOLE 
RUBBER HEEL 


Height 8 inches 


for members of the Cirl Scout and 
Campfire organizations 


NATIONAL PARK 


Reg. U. S. Pat. Off. 


AVIATION 
Sport— 
Hiking — 


Scout 


Suitable 


BOOTS 
IN STOCK 
6 — STYLES — 6 


THE OTHER FIVE 


Style 300 Yellowstone 14 inch 
Style 310 Black Hills 14 inch 
Style 311 Aviatrix 12 inch 
Style 312 Rocky Mountain 14 inch 
Style 318 Grand Canyon 14 inch 
Sizes 
5/8 A, 4/8 B, 2%/8 C, 2%/8 D 
Terms 5% 10 days Net 30 days 


Write for sample pairs or folder 


"THE JUVENILE SHOE CORPORATION 
OF AMERICA 
AURORA, MO. 


Makers of the famous Kewpie Twins, Health 
Shoes for Children, Sportwalks—smart light 
weight welts for college girls. 


1 


$5.90 
6.00 
5.20 


5.70 
5.70 








TRADE MARK S— 


REG. U.S, PAT. OFF 








i a ll el el 


WHERE TO BUY) 
Men’s Shoes | 


i ee ali eli ei ei i ie Re li elie ee a | 


| Youth laughs spontaneously. 





The 


ioe 


WONEST ALL 
THROUG 


50 STYLES IN STOCK 


EMERSON SHOE MFG. CO. 
ROCKLAND, MASS. 


WRITE TODAY FOR CATALOGUE 





~- 


000 seunes Mor 
KUMFORT-ARCH SHOE 
a 











MADE CcVENRY By et 
EMERSON SHOE teen] 
ROC KLANDL MASE 














M. A. PACKARD CO., Makers 
——_—__. BROCKTON 


<a 


BOSTONIANS 


SHOES FOR MEN 
COMMONWEALTH SHOE & LEATHER CO. 
WHITMAN, MASS. 











NETTLETON 
Shoes of Worth 


A. E. NETTLETON CO. 
H. W. COOK, President 
Syracuse, N. Y., U. S. A. 

MEN’S FINE SHOES EXCLUSIVELY 











Stacy Adams Co. 
Manufacturers of 
MEN’S FINE 

SHOES 


Brockton, Mass. 











MEN’S FINE SHOES 
IN STOCK 
FOR IMMEDIATE SHIPMENT 


RICHARDS & BRENNAN 
RANDOLPH, MASS. 











Union with Northwestern 
[CONTINUED FROM PAGE 71] 

“The salvation of creation is Youth. 
Youth has bright minds, clean bodies. 
It won’t 
hurt any of you to cater to the young 


| people of your community. Make the 
| young people your purchasing agent 
and they will continue to patronize you | 


in their later years. You’ve got to 
play this great market of tomorrow. 


| Make your store the tieing-up place for 


young people. Youth is play, so make 
your business more and more on the 
order of play. And one other thing— 
go after that customer just like you 


| went after that girl, and win or lose 


like a true sport.” 


An interesting, informative talk on | 


tanning and tanning ingredients was de- 
livered at the Wednesday noon luncheon 
by Aug. C. Orthmann, president and 
director of The Orthmann Laborator- 
ies, Inc., Milwaukee. 

William A. Gillies, display manager 
for Milwaukee’s ‘Boston Store’ deliv- 


| ered a practical talk at the Thursday 


noonday luncheon on the application of 


| the same psychology employed by the 
| oral salesmanship of the man on the 


floor in the silent salesmanship of the 
window or interior display. 


At a meeting of the directors of the | 


Wisconsin association, sentiment fa- 


| vored the continuation of the associa- 


tion idea in Wisconsin as at present 


| constituted, rather than affiliation with 
| The Northwestern Shoe Retailers 


gional Association. Joe Langley, of St. 


Paul, president of the Northwestern, | 


conferred with the Wisconsin directors, 
as did H. S. MacIntyre, secretary of 
the Northwestern, extending a cordial 
invitation to join with the Iowa, Min- 
nesota and North and South Dakota re- 
tailers in one organization. When the 
matter was presented for discussion be- 
fore a few members in attendance at 


the Wednesday meeting, Richard Sager, | 
director of the National, and Ned Ray, 


Re- | 





| Wisconsin Retailers Postpone | 


Bare Legs Seen as 
Passing Fad 


Nashville, Tenn. (UTPS)—The 
Nashville shoe and hosiery trade 
has no qualms over the stocking. 
less fad among women which js 
sweeping southward. It will run 
its course this summer in the 
opinion of many hosiery dealers, 
At any rate, they claim, it wil] 
never attain wide popularity. 

“It is nothing more than a pass. 
ing fad,” says Allen H. Meadors, 
Jr., of the firm of John A. 
Meadors & Sons. Mr. Meadors 
said that he regarded the ‘are 
leg faney as merely a summer 
fashion, and did not believe that 
it would ever reach the propor- 
tions to affect retail trade. Mr. 
Meadors admitted that it is in. 
creasing in popularity in the 
south, and a recurrence is ex. 
pected next season, but by that 
time the novelty will have dimin- 
ished. Finally, he thinks, it will 
go the way of bobbed hair and 
hatless boys, and will be discarded 
altogether. 








associate editor of BOOT AND Siok Re. 
CCRDER, enumerated the manifes: advan.- 
tages of cooperation with and by the 
N. &, R. A., but the vote taken post- 
poned the determination of this action 
until next year’s convention. 
Something over thirty lines of shoes 
were spread by travelers who cover th: 
Wisconsin territory, and some very fair 
buying was reported. The salesmen 
manifested a fine interest in the lunch- 
eon meetings. In opening the conven- 
tion, President W. J. Muckle paid trib- 
ute to the cooperation of travelers and 
manufacturers in assistance given the 
retailers. Frank J. Larkin, president, 
and L. D. Ream, vice-president, repre- 
sented the National Associatio: 








New Officers of Wisconsin Association 





Some of the officers for 1930 of the Wisconsin Shoe Retailers’ Asscc 
which held its convention at the Hotel Pfister, Milwaukee, last w 

shown above. They are, left to right, front row, John Geisinger, M 
kee, first vice-president; J. B. Friedl, Wausau, president, and J. £ 


genberg, Appleton, 
Powers, Milwaukee, field secretary; 


hoff, Fond du Lac; and W. F. Wuerl, Milwaukee, directors. 


secretary-treasurer. 
W. F. Strauss, La Crosse; Otto 


Back row, left to right, 
The 


convention will be held in Wausau 
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Chicago Peacock Outing 


Led by Reuben Stiefel, presi- 
dent of the Peacock Shoe Stores, 
Inc., the employees club of the 
Chicago Peacock Shoe Shop en- 

| joyed their annual outing and | 

| frolic at one of the popular re- 
sorts in the outlying suburbs of 
Chicago. A spirited ball game, a 
“Chef’s special” chicken dinner 
and dancing featured the day. | 

The Chicago Peacock Shoe 
Shop is enjoying a rapidly in- 
creasing business. Mr. Stiefel, 
with the aid of his efficient or- 
ganization, has been most suc- 
cessful in “putting this shop 
over” in the highly competitive 
Chicago “loop.” 








a 


Some Lynn Firms Sold 
Up Into August | 

LynN, Mass. — Activity continues 
here. Many firms are well sold ahead 
for August, and some into September. 
Several concerns are increasing their 
plant equipment, so they can make more 
shoes. Business is better on certain 
high grade specialties; also on certain 
lines of popular novelties. The spread 
of prices is greater than ever. But no 
more is there any of the old classifica- 
tin of fine, medium and low grade 
shoes. 

Nor is there any more of the old 
cassification of spring and summer and 
fall and winter styles. Buyers want | 
shoes when they want them, and that is 
all there is to it. The rise and fall of | 
the tides of prosperity influence styles 
more than do the changes of the cal- | 
endar. 

Styles going through the factories | 
continue about the same as last week. | 
A trifle more than 50 per cent are black 
and a trifle more than a third are 
browns. Production of suede calf is up 
toa new high peak in North Shore tan- | 
neries, and this means that suede is the 
foremost leather. Production of brown | 
kid is large. But some of this is going 
abroad. Reptiles continue active, with | 
one big firm up to a new high produc- 
tion on reptiles, especially lizards. 
Satins are reported to be selling well 
by several firms. 

In types, there is a further gain on 
health shoes. It usually comes with | 
the fall. 





| Imposes Fine and 
Prison Sentence in 


Case Over Shoe Ad | 


Louisville Man, Found Guilty | 


of Misrepresentation, Ex- 
pected to Appeal 
Ky. — 


LOUISVILLE, Police 


Weissinger-Gaulbert Building, mana- 
ger of the Dobson-Shelnutt Company, 


| shoe dealers, 332 West Jefferson Street, | 
| $100 and sentenced him to ninety days 
| in jail on a charge of violation of Sec- | 


tion 1376-F* of the Kentucky Statutes, 
pertaining to misrepresentation of 
merchandise in advertising. 

In giving the defendant the maxi- 
mum penalty Judge Starck told his 


| counsel he was doing so in order that 


he could appeal the case if he desired. 
Caryl Spiller, manager of the Better 
Business Bureau, introduced as evi- 


dence two photographs of the store | 


showing “Salvage Sale” in signs and 
advertising a certain brand of shoes. 
He said that on July 18 he purchased a 
pair of shoes for $6.45 which, he alleged, 
the clerk represented to him as Flors- 
heim shoes, and which Mr. Spiller as- 


| serted were another brand. He said he 


was told by the clerk that he could not 


| get the shoes elsewhere for less than | 


$10. 


M. F. Kamp, manager of the Flors- | 


heim Louisville Company, testified the 
shoes entered by Mr. Spiller as evi- 
dence in the case were not Florsheim 
shoes, but that he did not have exclu- 
sive agency of Florsheim shoes in the 
city. The case will probably be ap- 
pealed. 


C. E. Grenier Opens Store 


DetrRoIT, Micu. (UTPS)—Charles E. 
Grenier, who is well known in Detroit 
shoe circles through his having been 
associated with A. E. Burns & Com- 
pany in an executive capacity for a 
number of years, has opened a retail 


| shoe store in the David Stott Building, 


at Griswold and State streets, under 
the name Grenier’s. His principal line 
in the new store is the Matrix shoe. 





Peacock Folk on Pleasure Bent 








As the camera man caught the happy family of the Chicago Peacock 
Shop at their annual outing and frolic 
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WHERE TO BUY 
Men’s Shoes 





Judge 
Starck on Tuesday of last week fined 
J. J. Shelnutt, 50 years old, of the | 


“A MAN’S DECISION” 
THE 


Men’s 
Fine 
Shoes 
Old 
Colony 
Shoe Co. 
Brockton, 
Mass. 


SHOE 


Boston—183 Essex Street 
N. Y.—915-917 Marbridge Bldg. 











“HIGHEST GRADE ONLY” 








EAST WEYMOUTH.MASS. U.S.A. 











= = 


IF, STEADY PROFITABLE 
/ BUSINESS IS WANTED.SELL- 
Ki . a xf 
Pas 


| gs he a 
BION F-RE 
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WHERE TO BUY 
Children’s Slippers 


o 
aie | 
Gi tS 
%, » 5 
for immediate delivery 


/ @W rite for circular de- 
®. @ scribing complete line of 

G Rest-Rite Slippers 

) Athletic Shoe Co, 


914N.MarshfieldAve. 
Chicago, tl. 


oe ee 


ao on tf 
SI - TViILe 
COMFORT SLIPPERS 


WHERE TO BUY 


Shoe Ornaments 


ee ee 


SHOE 
ORNAMENTS 
for 


MANUFACTURER 
and 
RETAILER 


REYNOLDS COMPANY 


Providence, Rhode Island 














A et me err ee 


WHERE TO BUY 


Men’s & Women’s 
Slippers 


66 66 A EE EO 





MULES and D’ORSAYS 
FOR MERCHANTS 
WHO DEMAND QUALITY 
Send for Beautifully 
Illustrated Catalogue 


eautiful eotwe h r 
rass eee. & F einroth 
7 East 17th Street New York 














PARISTYLE FOOTWEAR MFG. CO., INC. 
Factory and Salesrooms 
40-46 West 25th St., New York City 
$27.00 per doz. and up 





Catalog 
sent on 
request 


ys 





High Grade Turn Mules and D’Orsays 


In Stock 
anv 


Men’s and 
Women’s 
“Companion- 
ate” Slippers 
Turns only— Cata- =. 
log on request. $2.65 


L. B. EVANS’ SON CO. - - Wakefield, Mass. 





















MEN’S FINE 





SLIPPERS 


Manufactured 
by 
W. 8S. CHASE & SONS 
Haverhill, Mass. 
Boston Office: Room 501, Statler Bidz. 


Prices from 
$2.15 to $3.50 











Greatest Value 
$1.65 


E wide, 3 to 9. 
Send for sam- 
ples and we 
will prove. it. 
WM. SUMNER SMITH 
325 W. Monroe, Chicago 
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ory and 
476 Broanwav 


New YORK 








Cucumbers or 
Plums for Fall? 


Strange Colorings to Invade 
the Garden of Shoe Fashions 


NEw YorkK.—‘What is this, a shoe 
business?”—Such names! This comes 
out of the Garden of Fashion—Fifth 
Avenue. 

Now that the browns have popu- 
larized fall coats and clothes and the 


| greens rate five shades, with cucumber 





and moss as high style, the red family 
makes its entrance into the popular 
and volume trade. 

Plum wine, and all the catawba col- 
orings are being sold in the volume 
market for coatings. 

Rose plum described as a lively wine 
tone, is a flattering American shade 


which, when combined with fur of the | 


season, will be exploited by popular 
coat and suit houses. Rose plum has 
many possibilities as the tones are, 
despite their vividness, endurance 
shades. 

Toward spring the blues will lean 
toward the purples or bachelor button 
tones and blue will lead in for spring, 
with light brown and pistachio greens 
in the foreground as a carry-over from 
winter. 

The citrous shades which include the 
queer blues, amber, watermelon, soft 
pinks and vanilla will stage the even- 
ing pictures for fall and winter then 
lighten to peculiar off shades for 
spring. 

Long sleeve dresses, with sleeveless 
coats are anticipated for Palm Beach, 
which will probably cause a continu- 
ance of fabrics in tapestry and crepe 
effects for shoes, the open shank lead- 
ing. 
The velvet turban which is now the 
rage in Paris will cause a reaction to 
velvet pumps and one straps. 





New Jeweled Shoes 


























Sketch showing one of the designs in 
jeweled shoe buttons now being worn 
in Paris 
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| from a jewelry shop are seen on 





ee 


European Shoe Shows 


The Eighth Annual Belgian 
Shoe and Leather Fair will be 
held this year from Sept. 7th to 
15th at Brussels, Belgium. The 
management maintained that 
over 100,000 visitors went 








through the gates in 1928. a 





Jeweled Footwear Is 
New Vogue in l'aris 


PaRIS.—Paris is seeing another 
fashion revival in the current vogue for 
jeweled footgear. Immense j«weled 
buckles, reminiscent of pre-revoliition. 
ary elegance, heels that sparkle wit) 
eut stones, and shoe buttons tha’ com 
mart 
Parisiennes these days. 


There is a modern touch the 
jeweled shoe buttons. They are \i<ually 
the part of what is called a jewe!ry-en. 


semble—several pieces of jewelry, de. 
signed to be worn at the same time, 
and al] scmewhat similar. 

For example, these ieweled buttons 
are repeated in tne design of a link 


| bracelet that is worn with :-weled 
| shoes. A dinner ring, which forms the 

fourth piece of the ensemble, repro- 
| duces the same flowered mound motif. 





| of 96 to 91, the Georgia Hous: 
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The buttons are made in such a way 
that they may be pinned to a frock ora 


purse, to serve as a brooch. Sometimes 
they are worn on the vamps o! plain 
slippers, as any other buckle, but in 
Paris it is considered smart to use them 
as coverings for the shoe buttons on 


dancing pumps. 





Denies Purchase Rumor 





NEw YorK.—George E. Brigys, vice- 
president and secretary of Paristyle 
Footwear Mfg. Co., Inc., said last week 
that he had learned that a rumor was 
in circulation on the Pacific Coast to 
the effect that the concern hai been 
purchased by another Brookly: man- 
ufacturer. Mr. Briggs declare: that 
the rumor was _ absolutely ithout 
foundation. He added that Paristyle 
is doing an excellent business a‘ 40-46 
West Twenty-fifth Street and will be 
glad to welcome its friends at that ad- 
dress. 

Tables Sales Tax Bi!! 

ATLANTA, Ga. (UTPS)—B; vote 


resentatives last week voted 
the sales tax measure, whi: 
have placed a tax of one m n ‘al 
shoes manufactured, one mi 
shoes sold at wholesale, and t 
on all shoes retailed in the St: 

Telling arguments against t neas- 
ure were that it was unfair to pool 
man, burdening him still furt 
taxes and that it would requir great 


deal of machinery to collect t! 1X. 
The house will now consi cr the 
statutory income tax bill—a co. panion 
measure—which, if passed, \ auto- 
matically eliminate the sales ta  meas- 
ure. Should the income tax bi! fail to 
pass, the sales tax measure an = 
n be 


taken from the table, but sho: 
lieve that it will not now be } od. 
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Shoes in Endurance Test 


MiAMA, Fitorma (UTPS)—The 
Walk-Over Shoe Company did 
some unusual advertising when it 
shod the driver in a 100-hour en- 
durance test put on by a local 
automobile company. A comfort- 
able pair of Walk-Over shoes was 
fitted to him before he started on 
the drive. Each day as the drive 
was reported in the newspapers 
the shoe store, along with the 
other merchants who had con- 
tributed to his apparel, received 
a paragraph of good advertising. 














Shoe Industry in 
Milwaukee Increases 


MILWAUKEE, Wis. (UTPS)—Accord- 
ing to %. G. Dun & Co., Milwaukee shoe 
manufacturers report a business much 
more ‘avorable than any existing in 
this industry for a long time. Houses 
are working on a program of increased 
production, not only in anticipation of 
increased business, but because of the 
increased volume of trade which they 
have experienced since April 1. This 
situation is not confined to any one line, 
and includes women’s and men’s shoes 
and also men’s work shoes. The out- 
look for the balance of the year is very 
bright and a feeling of confidence pre- 
vails among manufacturers. 

“Retailers have a very active busi- 
ness and find their stocks surprisingly 
low. This fact as well as the impor- 
tant improvement in the business of the 
retailer is reflected by the number of 
immediate orders from the manufactur- 
ers, and also by the fact that futures 
booked are much in excess of that of 
a number of seasons past. 

“The price situation has been read- 
justed to a point of stability, and the 
merchant is placing orders without fear 
for his present and future requirements. 

“The summer season has been the 
best ever experienced on sport and two 
tone oxfords, crowding manufacturers 
to an extent where there was difficulty 
in taking care of the heavy demand.” 





Patent Granted on Shoe 
With New Arch Feature 


BROCKTON, Mass.—Frank S. Far- 
num, head of the Churchill & Alden 
Shoe Co., has been granted a patent 
for the manufacture of a novel shoe 
which has for its purpose the better fit- 
ting of shoes about the arch. The 
patent has been assigned to the com- 
pany of which Mr. Farnum is the head. 
The shoes have been in process of man- 
ufacture for some time and have been 
found to be extremely serviceable. 





Louis B. Schindler Dies 


BROOKLYN, N. Y.—Louis B. Schind- 
ler, president of L. B. Schindler Shoe 
Co., Inc., and well known in the trade 
here, died recently. Mr. Schindler was 
also a director of Jerry’s, Inc., and was 
a member of the Masonic fraternity, 
the Elks, the Grand Street Boys’ Asso- 
ciation, and numerous charitable organ- 
wations. He was beloved for his liberal 
charity. Besides his surviving relatives 
he leaves many warm personal friends. 
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Retail Stocks 
Low in Mid-West; 


Business Good 


Clearance Sales Have Reduced | 


Stocks of Summer Shoes 
in Stores 


CINCINNATI, OHIO—Clearance sales 
were held the last week of July and 
stocks were pretty well cleaned up. 
Taking all in all, the summer season 
thus far has been a very good one for 
local merchants, as the hot weather, 
with the temperature hovering around 
ninety, caused vacationists to get to 
thinking about their summer footwear 
needs early and some stores were plac- 
ing re-orders for some numbers before 
the season was a month old. One mer- 
chant re-ordered six times on some 
popular numbers and only had a few 
odd pairs left to place on sale the last 
week of July. 

Some materials and styles, of course, 
have been moving better than others, 
with colored kid being taken better than 
anything offered at sale price. Beige 


has been moving a bit slowly, but cut | 
prices stimulated sales and merchants 


have very few of them left on their 
shelves. 

There has not been a great deal of 
snake sold, but few bought heavily. 





For Pajama Vogue ° 














Pajama 
Sandals 


So utterly graceful and so 
‘heautifully oiade, you are 
tempted to wear them in 
the street. They are of kid, 
with infinitesimal pipings in 
; ry. blue, Chi- 
nese red, and black (with red 
piping). In gold kid. .$9.94 


Second Floor, Middie Building 


MACY'S 


34th STREET & BROADWAY 











Pajama sandals of such beauty and lux- | 
ury that you will want to wear them on 


the street, is the argument R. H. Macy 

& Company, New York, use in exploit- 

ing this luxury merchandise. The san- 
dal shown is one of the “best sellers” 
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WHERE TO BUY 


Men’s & Women’s 
Slippers - 


OO ee ee) 








uality Style: 
Qu Character 
Merchandise Comp 
at Popular: * 


Woolskins 
 , Seed a dSvedes 
SEND FOR LATEST CATALOG NOW <i 
KOZY KOMFORT SHOE MFG. CO 170! Richards St Milw Wis 








COMPANIONATE 


Leather House Slippers 
Turns Only 
MEN’S AND WOMEN’S 
Sizes Now In-Stock 
Price Range, $2.35 to $4.00 
L. B. EVANS’ SON CO. 
Wakefield, Mass. 


"EVANS-STANDARD” 
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WHERE TO BUY 


Women’s Shoes 


6 6 6 er ee Oe 


Didi. 








FOR WOMEN 
THE JOHN EBBERTS SHOE CO., INC. 
IN Buffalo, N. Y. STOCK 
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WHERE TO BUY 





Women’s Novelties 


Oe A ee er re 


he 
BONDWAY 


produces footwear of remark- 
able lightness, smartness and 
flexibility 


BOND SHOE COMPANY, 132 Duane St., New York 














ose eer mer mere mere 


WHERE TO BUY. 
Ballet Slippers 


—-' 























Soft Toe Ballet Slip- 
per and all types of 
dancing footwear re- 
quired by teachers 
and profession- 
als. At once de- 

livery. Send for 





Coast Representative: 
MR. A. F. WINSLOW 
5159 Vincent Ave. 
Eagle Rock, Los Angeles 
California 























In Stock Binet Ballet 
Slipper 


pe 


Ladies’ pair 
Misses’ $1.20 pair 
Childs’ $1.15 pair 

BLOG SHOE CoO., INC. 
147 Duane Street 

New York City 











Sumith 
WALLETS 

Rights and Lefts 
Two Grades 








Woes. Miss. Chi. 
$1.50 $1.45 $1.40 
1.85 1.80 1.25 
In Stock 
375 West Monroe 


whM. 
<UMNER 

SWITH 
Chicago, Ill. 











Black Kid 

BALLET SLIPPERS 
Made on Right and Left Lasts 
Wom. Miss.Childs. 

600— (Two Grade) Hg 1.40 1.35 
09— 1.30 1.25 1.20 
Coast Prices Slightly Higher 


BROOKS SHOE 


MFG. CO. 


Philadelphia— 
1725 No. 6th St. 
Los Angeles—1162 So. Hill St. 







IN 
STOCK 





Soft Toe 
Turn 
Ballets 

Black Kid 

Expertly Designed 
Misses & 

Wemen’s Children’s 
1.50 $1.40 





Lefts and Rights 


No. ht eccece 

Me. 500—Buck Sole..... é e 

. V. MALOTT. SHOE CO. Manufacturers 
5 Girard St., Chicago 
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| Street, every other store seems to be a 


Store Fixtures 


Se Oe EP 


NEW GOODWIN CATALOG 
hte) PORTE FINTURES 


rlTOONS 
LLON 


| 








Billy Rogers Wants to Be a Shoe Merchant 


[CONTINUED FROM PAGE 47] 


“The rents there are high—all 100 
per cent locations and worth it, mind 
you. But you’d have to do more busi- 
nc 3s than your capital could stand.” 

A passing neighbor called out to 
Parker and congratulated him on his 
garden—Parker’s hobby. After he had 
passed, Parker took a fresh cigar. 


| “Have one?” 


But Billy shook his head, smiling. 
No, thank you; I know when I’m out- 
clas Mr. Parker, I spent all 


| day walking up and down the principal 


streets. There’s a’store (he dived into 
his pocket and brought out a pile of 


papers which he searched)—here it is. | 


741 Mill Street. It’s empty and I can 
get it for $1,200 a year. Of course its 
far up, but it’s a nice, new store.” 


After locating it roughly on his 
sketch, Parker said, “No, wrong side 
of the road.” 


“What difference does that make?” 

“It’s the sunny side—that’s bad for 
business.” 

Billy looked puzzled, so Parker went 


on. “In the hot weather people walk | 


on the shady side and in winter they 
walk on the dry side. In the winter the 
sun makes one side of the road sloppy. 
Get on the side the people prefer.” 


HAT’S a hot one,” Billy gasped. 
“Live and learn.” 

“That’s right. 

should do. Go to the Fretton Real 


Estate’ Company—they are the best | 


people—and ask them to find out if any 
stores are likely to be vacant soon be- 


tween say numbers 250 up to 500 Mill | 


Street. They can check up for you 
what might be in the market. To aid 
them, walk up Mill Street and notice 
any stores that look run down. 


will be glad to sub-let to get out.” 

“Fine, I’ll do it tomorrow.” 

“But watch the neighbors. 
what stores are each side.” 

“T see, keep away from other shoe 
stores.” 

“Absolutely no! The nearer you are 
to other shoe stores, the better. Get 
in the middle of ’em. Where a number 
of shoe stores are located together, they 
attract shoe trade. People know if 
our store hasn’t what they want, they 
don’t have to walk a mile fora... 
tut tut ...I almost said Camel... 
for another shoe store.” 

“But doesn’t that make competition 
hot?” 

“No more than otherwise—it merely 
makes it apparent. And it gives the 
man with a real sense of service a big 
advantage. His store stands out by 
close comparison.” 


Notice 


ELL,” Billy grinned, 
sure enough of them on Mill 


chain shoe store. It seemed to me I 
ought to keep away from such hot com- 
petition.” 

“Don’t let the chain store bogey scare 
you. The big thing in retailing is the 
character and personality and ability 
of the manager—and a man running 
his own store should have more energy 
and eagerness to please than a hired 
manager for a chain.” 

“That’s so, too,” Billy said somewhat 
breathlessly. 
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Now, here’s what you | 


I’m | 
sure you'll find some where the tenant | 


“there’s | 


“Tell me, Billy, have y~ ‘“gured 
much you can pay for reuc?” 


suppose I’ll have to pay what. is .r 

sary... would you’ suggest 

thing?” 

| “Figure it out for yourself. 

this sheet of paper. Ready?” 
“How much money have you?” 
“Seventeen thousand.” He knew 

for certain any how. 


Drat it all, he was always 
asked embarrassing questions. 
stammered, “Search me! I 
know.” 

“Let us say three thousand, 
five hundred at the outside.” 
| “Gosh, I didn’t think it woul 
| that much.” 
| “That leaves thirteen thousan:! 
| 
| 





hundred,” Parker went on, igi 
Billy’s comment. “Are you goi 
do a cash or charge business?” 

Mr. Parker, 


“Well, it’s like t} 


thought I’d do a cash business w! : 
could, but if I had to charge, wh 


| do it rather than lose the bu 
| . . . What do you think is best?’ 


HE chain stores do a strict] 

trade; mine is 90 per cent « 
| business. Both are right—it d 
| on the class of trade you want. 
| run a charge business you nee 
| capital to carry the account.” 
“For me, then, what’s best?”’ 
“Let’s forget it for now—o: 
never get this rent business sett 
night.” 

“Gee, doesn’t it beat all what 
there is to go into in running 
store?” 

“Don’t worry, Billy—you’ve on! 
begun. As Al Jolson says, “you 
heard nothin’ yet.’ However, let’ 
on with our figuring. Assume a 
stock of ten thousand—I’m taki: 
rough figure, of course, but you 


erating expenses, etc. And you 

profit. 

what will your sales be?” 
“Thirteen thousand —vno.. 





wrong... wait a minute.” 
ured wildly. “I can’t get it.” 
“Well, if you want that pe 


profit, the cost is 70 per cent « 
sale price. 
“Billy did so and announced th 
swer proudly. “Fourteen thousan 
hundred and eighty-six dollars.” 
“All right, call it fourteen thou 
| Two turns in a yearis.. .” 
“Twenty-eight thousand” Bill 
terrupted. 
“Of course you'll be able to 


credit, means another month’s st 

“I didn’t follow that.” 

“Never mind now; merely somet 
else to worry over later. You car 
ticipate up to $30,000 after you 

oing.” 

“That’s what Moreland does; an 
wanted $22,000 for his business. 
old robber!” 

“Do keep to the subject. As 
sales of $30,000. Rent... you 
figure on 5 per cent. 
made of shoe chain stores show 
go up to 8 per cent, but they =a\ 
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have a cash reserve for advertising, 0 
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ever’ 
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combi 


other weys ... What’s 5 per cent of 


$30,000?” 
hondred.” 


“iftee, 

“That’s figure to aim at. If you 
pay more‘. uy rent, you'll have to cut 
down in advertising or something else. 
Remeniber, the higher the rent per- 
centag~ to sales, the more business the 
location should pull so that you 
shouldn’t have to spend so much on 
other business getting expense items 
—see?”’ 

“T got it,” Billy said excitedly, ‘and 
¢he’ less the rent, the more you must 
send to attract people to the store.” 

“Yes, but it’s the rent percentage 

wu must figure on—not the actual 
ount.” 

that your percentage—5 per 

© .s . 
“No, mine’s higher—but my margin 
of profit is greater because | cater to 
the highest class trade who pay more 
for the extra service.” 


New Heights 
Development 





sirable as one that has customer-at- 
tracting stores on each side of it. 
There, Bill, I guess you’ve enough to 
think over. Better see the real estate 
people and have them see what they 
can do. Of course, you’ll be careful to 
have your lawyer read the lease. See 
that it protects you against future rn- 
desirable neighbors, be sure that you 


are not burdened with a lot of repgirs | 
or replacements, be sure you are not | 
a near- | 


restricted from selling hose .. . 
by men’s furnishing store may have a 


lease that prevents your store carry- | 


ing competing items.” 

“Wow, more troubles, more things to 
think of ... anu thought I’d got 
‘em all. What avout other expenses 

. can they be figured to percent- 
age?” 

“Fen.” 

“But, Emery, net tonight. Do you 
realize it’s eleven thirty.” It was Mrs. 
Parker who spoke. 


Hill Section 


Center of 
Shopping District 


Factory District 


Where do you think Billy should put his store? 


“Gosh, Mr. Parker, this is interesting. 
Business is going to be more fun than I 
expected.” 


HEY were interrupted by Lilly 

bringing in some crackers and 
cheese and near beer. They were wel- 
come. 

A few minutes contented silence fol- 
lowed. Then Billy said, “I suppose that 
if a store had a rent of five thousand 
a year, on a 5 per cent rent basis the 
store should do a hundred thousand a 
year. 

“Exactly, and you would have to 
have capital enough to carry a stock 
large enough to secure the volume on 
a planned for turnover.” 

“I’ve got that... isn’t 

.. when you know it.” 

“Billy, I’ve a queer fancy in store 

. smells.” 

“Yes, I want to have neighbors who 
smell right . . . I don’t want to have 
a shoe store next door to a restaurant 
or a delicatessen store.” 

“How about a grocer?” 

“Satisfactory, especially if he roasts 
and grinds his coffee. The odor of 
roasting coffee beans seems to please 
everyone. In choosing a store, then, 
give most careful consideration to the 
neighboring stores. A location next to 
a chain drug store or chain dry goods 
Store is fine. The big chain store at- 
ry trade so put yourself in the way 
of it.” 


‘“THAT’S good dope,” Billy agreed 
| go © ' 

“A store eens a church or 
bank or publie building is not so de- 


it simple 
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husband and at the young man who 
was with him. 


“Well, Billy, I guess we’d better quit | 


. » » you see what it means to be mar- 
ried. Now see the real estate people 


and then I’ll be glad to help you on | 
Good night, Billy | 


expense analysis. 
how do you feel 


‘ now about a 
store?” 


“I’m getting more respect for the , 


boss ... and . what asses we 
salesmen are in many ways, weren’t we 
oo + C8... they... 3% Goeed night, 
Mrs. Parker, good night, sir.” 

Billy swung down the road whistling. 


Producing Sport Leather 


Boston, Mass—C. D. Kepner 
Leather Company announces that their 
new tannery, The Lord Tanning Com- 
pany of Woburn, is fast getting into 
production. The tannage will be of 
sport elk, children’s shoes and sports- 
wear, indicating a modern specializa- 
tion. 


Joins Advertising Firm 


CINCINNATI, OH10—Charles W. Alex- 
ander joins the organization of W. E. 
Mackelfresh, Jr., Inc., an organization 


of commercial advertising experts. A | 


new firm will be formed, probably un- 
der the name of Alexander & Mackel- 
fresh. 

Mr. Alexander has for some time 
been advertising manager of the U.S. 
Shoe Company. He resigned from that 
organization on Aug. 1. He has been 
succeeded by his assistant, Ralph R. 
Ledder. 
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She smilei at her | 
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WHERE TO BUY 


Bowling Shoes 


ti Ri i i ee i 


BOWLING SHOES 
IN-STOCK 
SMOKED ELK 
$3.20 
BROOKS 
SHOE MFG. CO. 


1725-35 No. 6th St., 
Philadelphia, Pa. 
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WHERE TO BUY 
Shoe Forms 
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| 


TRANSPARENT OR WHITE FAIRY 
SHOE FORMS 
Light, Inexpensive and 
Practically Invisible 


>» Linings and case num- 
bers easily seen when 
transparent form is in 
shoes. Write 


THE SHOE FORM CO., Auburn, N. Y. 
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WHERE TO BUY 
| Spats 
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DUNHILL SPATS 
TOPS THEM ALL 
IN STOCK NOW 
In All Selling Colors 
$10.50 to $18.00 per dozen 
Samples on Request 


STAR FOOTWEAR MFG. 


and “Norris Sts. 
Philadelphia 











Howard 
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WHERE TO BUY 
Children’s Shoes 


lle 





IDEAL BABY SHOE CO. 


MRS. A. L. DAY 
387 Fourth Avenue 
New York 
323 W. Jackson Blvd. 
Chicago 
1307 Washington Ave. 
St. Louis 
49 Fourth St. 
San Francisco, Cal. 
Factory, Danvers, Mass. 
Send for Cataleg 








Approved by Medical Mew 

4s « fully ventilated sho- a 
Burkley Ventilated 

Set Developer is amex- 

eellead Well known sur- 

geens reeommend its use. 


Burkley Shee Ceo. 
1156 Ne. Malin &t. 
Breekten, Mass. 




















Right, pair of German-made sport oxfords 
of type worn for dirigible air travel. 
rubber soles required by regulations to avoid 
danger of igniting inflammable gas through 
This pattern designed by Arthur 


friction. 
Jacoby, Berlin 


Joachim Rickard 
Arrives Aboard 
Graf Zeppelin 


Son of Edward M. Rickard Found 
Trans-Atlantic Voyage 
Delightful 


NEW YORK— 
When the giant 
German _ dirigible 
Graf Zeppelin 
soared over the 
skyscrapersof 
Manhattan last 
Sunday night at 
twilight and gave 
a new thrill to 
hundreds of thou- 
sands of New 
Yorkers who had 
been awaiting her 
arrival since noon- 
time, she bore as 
one of her passen- 
gers Joachim Rickard, son of Edward 
M. Rickard, well known shoe manufac- 
turer, and himself a former executive 
of the Rickard Shoe Co. of Haverhill. 

Mr. Rickard has for some time been 
engaged in the promotion of aviation 
abroad and has recently been located 
in Madrid. He is making the round-the- 
world cruise aboard the Graf Zeppelin. 

Commenting on the trans-Atlantic 
voyage of the Zeppelin as he alighted at 
Lakehurst, Mr. Rickard said: 

“It was warm—very comfortable. 
We slept fine. It was a marvelous 
experience throughout. The food was 


Joachim Rickard 








Left, the Graf Zeppelin as 
the giant dirigible appeared 
when it soared over Neu 
York last Sunday at night 
fall, bearing as one of its 
passengers Joachim Rickard 
son of Edward M. Rickard, 
of Rickard Shoe Co. 








Note 








great and I had a whale of an appe- 
tite. The weather was perfect. I didn’t 
see a storm except this afternoon, 
when we had a bit of rain. Most of 
the time it was clear and we could see 
off over the ocean through the open 
windows.” 

Mr. Rickard declared the passengers 
were hardly conscious of the speed of 
the great airship because there was no 
perspective. 

“No,” he replied to a question, “no- 
body was scared at any time. Even 
the women aboard didn’t appear the 
least bit nervous. 


Seaplane Race to 
Save Child’s Life 


Proves Fruitless | 


Daughter of Harold S. Hart 
Dies Despite Blood 
Transfusion 





New York, N. Y.—Despite the fact | 
that a seaplane, bearing two doctors, 
a nurse and a blood donor, raced from 
New York to Ticonderoga, Sunday 
afternoon, in an effort to save her life 
by blood transfusion, Therese Marie 
Hart, aged nine, daughter of Harold S. 
Hart, treasurer of Cammeyer, nation- 
ally known New York retail shoe firm, | 
died on Tuesday, a victim of an acute 
blood destroying disease. 

few minutes after the seaplane 
arrived at Ticonderoga, Sunday, Drs. 


80 


George Baehr and Nathan Rosenthal 
gave Therese a blood transfusion at 
Moses Ludington Hospital. The child 
had been spending the summ: 
Camp Nawita on Paradox Lake 
parents went to visit her and f 
her so ill that she was taken t 
hospital at Ticonderoga. When 
gravity of her condition became appar 
ent, it was decided to summon medic 
aid from New York and to reso 
blood transfusion. 

Roused from their homes in 
port, Conn., and Long Beach 
Baehr and Dr. Rosenthal, both of \ 
Sinai Hospital, chartered a pla: 
oa attempt to save the 
ife. 

Mr. and Mrs. Hart have th 
found sympathy of their many f: 
in the loss of their daughter. A 
cial train from Ticonderoga ca 
the body of the little girl hom 
burial. 


i i ee 


WHERE TO BU 


Wooden Beach Shoe 
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Wood Sole Bathing San 
sees Wi 
tops ; 


dealers. 


A. H. RIEMER SHOE CO., » 
29th & Viiet Sts., Milwaukee, Wis., U 
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NAP UP YOUR JALES 


IN TRE 


LuUBRER 


SECTION 


How Well Planned Buying 
Facilitates Volume Selling 
and Makes Rubber Foot- 
wear a Real Profit Line 








Hollywood takes to short socks and tennis shoes, and 
Anita Page, of Metro-Goldwyn-Mayer fame, wears 
most becomingly 


F a retail shoe merchant does an annual business of 

$100,000, what should his volume be on rubber 

soled canvas footwear and on rubber footwear 
generally ? 

Judging by the sales records of one of the largest 
rubber manufacturers, the average merchant does about 
8 per cent of his volume on this class of merchandise. 
But he can increase it to from 12 to 15 per cent if he 
has nerve and judgment. 

It is mostly a question of buying wisely in advance of 
actual needs, and of having the merchandise when the 
consumer demand develops instead of waiting until the 
weather changes over night and then swamping the 
wholesale distributing houses with last minute orders. 

An analysis of orders already booked by this company 
for rubber footwear of the protective type, such as over- 
shoes and rubbers, and some rubber boots, shows that 
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Miss 
them 


merchants have ordered already for the Fall and Winter 
season about 50 per cent of the merchandise which they 
will need. 

Seventy-five per cent would probably be a better and 
safer average. 

“But,” objects the merchant, “I have done that in 
other years and have been stuck because later in the 
season some unexpected novelty appeared in the market 
and I had to buy that in addition to the other merchan- 
dise already in order.” 

This is quite true but the only novelties on the horizon 
this year, say the rubber companies, are those which 
come through the clever use of color, material and pat- 
tern. Novelties which in the past have thrown a monkey 
wrench into the machinery, almost without exception, 
have been new fasteners which have taken the public 
eve, such as the Zipper type and others. These are now 





staples and the rubber footwear manufacturer, following 
the example of the manufacturer of leather footwear, is 
now depending on colors and materials. These, in turn, 
will be governed by the colorings employed in women’s 
outer garments—style factors which already are well 
established. 

Here is a concrete example: 

Last year a retail merchant found himself in July 
facing the same problem. He was all at sea and fearful 
that if he bought far in advance he, too, would find him- 
self in hot water. After going over the situation with 
his buyer and with one of the salesmen for the rubber 
company with which he had been in the habit of deal- 


And here is another aspeet of the Fall and Winter 
season which will bear watching. Rubber soled canvas 
footwear sells almost as freely in this season as in the 
Spring and Summer. 

In the first place, there is the school trade to be looked 
for during the last week in August, just before Labor 
Day. Many thousands of boys will wear the heavier 
soled types to school until the colder weather sets in 
and the pair they have been wearing during the long 
summer vacation is worn out. New ones will be very 
much in order. 

In the second place, there are the gymnasium clas<es, 
the basketball squads, volley ball and a dozen and one 


ing, he decided to plunge 
but to plunge safely. 

In overshoes of the 
galosh type he bought 
neutrals which he felt 
sure would fit into almost 
any color scheme of dress. 


He bought a black, a | 


brown and a lighter mem- 
ber of the brown family, 
somewhat similar to beige. 
With these in stock early 
in the selling season, 
which started that year in 
October, he found he 
could fill at least 90 per 
cent of the wants of his 
customers. The remain- 
ing 10 per cent, women 
who insisted that they 
must have some _ exact 
shade, he regretfully, but 
profitably, turned over to 
his competitor because if 
he had bought a full run 
of sizes in all the odds 
and ends of colors which 





Paris Approves American Rubber 


Footwear 


ANNEQUINS appearing in sport cos- 

tumes at the fall fashion openings of J. 

Suzanne Talbot in Paris wore Gaytees 
to complete the ensemble, according to infor- 
mation received at the offices of the United 
States Rubber Company here. This is believed 
to be the first time that any article of apparel 
not designed by French designers has been 
shown in the salons of Paris in connection 
with the seasonal fashion openings. 

This showing of American footwear is re- 
garded as most significant and interpreted as 
a recognition by French designers of the fact 
that an American manufacturer has gone far 
enough in the creation of footwear to harmon- 
ize with the mode to have its products accepted 
as a part of the correct fall costume. The 
United States Rubber Company has a repre- 
sentative working in close co-operation with 
other Parisian couturiers and anticipates that 
Gaytees will be similarly shown at the open- 
ings of other houses. 

In fact several of the Parisian houses have 
designed costumes with the new fall styles in 
Gaytees in mind, having seen these as early as 
last May and ascertained that they were cor- 
rect in color and design to harmonize with the 
fall ensembles. Some of the couturiers are 
said to be experimenting for the first time 
with rubberized fabrics, similar to the material 
used in Gaytees, for use in coats, capes and 


indoor sports indulged in 
during the late Fall and 
Winter, nearly all of 
which call for shoes of 
this type. 

One merchant in 
Middle West has mad 
a practice for years 
have a “tennis shoe trim” 
as he calls it, just be! 
school opens in Sept 
ber. As a matter of 
it is a school shoe trim— 
the school atmospher: 
ing achieved by the intro- 
duction of blackboards, ¢ 
desk and_ chair, 
cases, etc. Incidentally 
the blackboard offers 0 
portunity for a chialk- 
written sales argument 
giving the price of the 
shoes and the uses 
which they can be put 

In this connection, dura- 
bility and good fitting are 
the two most important 


were on the market that oar Se guemente. 


season he would have had 
a tremendous amount of 
merchandise left over at 
the end of the season. 

Many of the more successful retail shoe merchants 
buy their overshoes and rubbers, insofar as the style 
element is concerned, in just exactly the same way in 
which they buy their style footwear. They realize that 
they are not going to be able to buy a sufficiently wide 
range of styles to get all the trade in town. They know 
the likes and dislikes of a majority of their own trade 
and they buy to satisfy that demand, figuring shrewdly 
that it is better to satisfy the wants of 90 per cent of 
the people who come into their store, and have a low 
inventory at the end of the season, than it is to satisfy 
100 per cent and have so much left over that it is 
impossible for them to dispose of it except at a severe 
loss. 





points to drive home. 

the mother, also, it may be 

urged that the wearing 

these comparatively 
expensive shoes after school hours and on Satur 
will save quite a lot of wear on the higher price 
leather shoe. 

In these various ways it is perfectly possible and | 
tical to stimulate rubber footwear business in the same 
way that regular shoe business is stimulated through the 
application of effective sales promotion ideas. Too 1 
shoe merchants, apparently, have for some strange r 
lost sight of this fact. They have confined their 
motional efforts on rubber goods to pasting a “Rub! 
sign on the window on rainy days, with perhaps an 
sional display of galoshes. The rubber business is 1 
too important a factor in the shoe game to be thus lis 
dismissed. It is entitled to full consideration in co! 
tion with advertising and window displays. 
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Business Changes 


ILLINOIS—Chicago—A. Berry (5101 N. Cen- 
tral Park Ave.), boots and shoes, succeeded by 
Berry-Williford Co. 

Herman Kessler (4309 S. Halsted St.) re- 
ported moved to 736 W. Forty-third St., Chi- 
cago. 

Chicago Heights—Rau & Co., Inc., department 
store, reported sold to Marshall Field & Co., 
Chicago. 

MAINE—Skowhegan—Northeatern Shoe Co., 
shoe manufacturers, recently commenced busi- 
ness. 

MASSACHUSETTS—Revere—Rainbow Shoe Co., 
shoe manufacturers, recently commenced busi- 
ness. 


MONTANA—Great Falls—Flaherty & Perra 
Shoe Co., Inc., shoes, etc., Edward Flaherty 
retired: style changed to Perra Shoe Co., Inc. 


NEW HAMPSHIRE—Manchester—Cinderella 
Slipper Shop, Inc., boots and shoes, recently 
commenced business at 1029 Elm Street. 


NEW YORK—Brooklyn—Schoenfeld & Divin- 
sky (Reliable Shoe Store) (157 Smith St.) Part- 
ae dissolved, succeeded by Reubin Divin- 
sky. 

New York City—Mrs. Mary C. Connell (678 
Tenth Ave.), boots and shoes, reported sold out 
or closed out business. 

TEXAS—Spearman—Stone-Merritt Co., boots, 
shoes, etc., recently commenced business. 








Failures, Embarrassments, Etc. 


CONNECTICUT—Bridgeport — Alfredo San- 
sone, boots and shoes; reported petition in bank- 
ruptcy. 

FLORIDA—Jacksonville—C. B. Coles (C. B. 
Coles Shoe Dep’t), boots and shoes; reported of- 
fering to compromise at 35 per cent. 


ILLINOIS—Belvidere — William A. 
boots and shoes; reported assigned. 

Evanston—Bauer & Gustafson (629 Davis St.), 
boots and shoes; reported assigned. 


INDIANA—Evansville—Scheips Bros. Shoe 
Co. (308 Main St.), boots and shoes; reported 
petition in bankruptcy. 

Gary—John Pappas (3725 Broadway), 
etc., reported petition in bankruptcy. 

Hammond—Max Motkin (772 Calumet Ave.), 
shoes, etc.; reported petition in bankruptcy; re- 
ported receiver appointed. 


KANSAS—Fredonia—R. Maupin (Maupin’s 
Outlet Store), shoes, etc.; reported petition in 
bankruptcy. 


LOUISIANA—New Orleans—Bermes & Gordon, 
Inc., wholesale boots and shoes, reported of- 
fering to compromise at 50 per cent—payable 
25 per cent cash at once and 25 per cent in 60 
days. 

MASSACHUSETTS—Boston — E. Burofsky 
(Harry’s Boot Shop) (61 Green St.), boots and 
shoes, reported assigned. 

Springfield—Bond Shoe Stores (1591 Main 
St.), boots and shoes, reported assigned. 


NEW YORK—Brooklyn—Estate of Charles 
Weisberg (41 Atlantic Ave.), boots and shoes, 
reported meeting of creditors was called for 
July 25. 

Louis Iskowitz (‘Fayette Bootery’) (823 
Broadway), boots and shoes, reported called 
meeting of creditors. 

New York City—Jacob Weininger 
Wilkins Ave.), boots and shoes, reported 
ing of creditors was called for July 23. 


NORTH CAROLINA—Red Springs—Covington 
Co., boots and shoes reported offering to com- 
promise at 20 per cent. 


OH1O—Cincinnati—Cinderella Slipper 
(Joe Dennis, Prop.) (1218 Vine St.), 
shoes, reported asking general extension. 

Cleveland—Isadore Sanders (East 152nd St.), 

ts and shoes; reported petition in bank- 
ruptcy. 

Lorain—Nina Levin (Levin’s), boots, 
ete., reported petition in bankruptcy. 
Pa Boston—Abe Kauffman (A. Kauffman 
woartment Store) (“The Home Store’’), boots, 
Shoes, etc., reported asking general extension. 


PENNSYLVANIA—Shenandoah — Marateck 

Boot Shop (A, M, Marateck, Prop.), boots and 
; repor i ; 

receiver appointed." = bankruptcy ; reported 


Catlin, 


shoes, 


(1312 
meet- 


Shop 
ts and 


shoes, 
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Williamsport—Harry Gittleman (Capitol Shoe 
Store) (224 W. Fourth St.), boots and shoes, 
reported offering to compromise at 25 per cent 
—Liabilities $4,100; assets about $2,500. 

SOUTH CAROLINA — Spartanburg — August 
Hyman (Cinderella Beautiful Slippers), boots 
and shoes. Liabilities, $116,080; Assets, $89,479; 
reported offering to compromise at 20 per cent 
(George F. Nissen appointed receiver), First 
meeting of creditors called for July 29. 

TEXAS—Borger—Bob Roberts (The Booterie) 
boots and shoes, etc., reported petition in bank- 
ruptcy. 


New Shoe Dealers 


Antonio, Col.—J. C. Penney Co. (soon). 

Ida Grove, lowa—J. C. Penney Co. (soon). 

Anderson, Ind.—Schiff’s Shoe Store, 1121 
Meridian St. 

Evansville, Ind.—Millers, 

Iona, lowa—Wm. Buhrow. 

Anderson, S. C.—Pinson-Jeans Shoe Store. 

Ventura, lowa—Theodore Wolfrom. 

New York, N. Y.—Noel Footwear, Inc. 

Missouri, Wis.—Senack Shoe Co. 

New York, N. Y.—Egyptian Slipper & Novel- 
ty Co., 27 E. 127th St. 

New York, N. Y.—Horace Slipper Co., 64 W. 
28rd St. 

Columbia, Tenn.—Fair Stores, Inc. 

Eagar, Ariz.—Lesueur Mercantile Co. 

Greensboro, N. C.—Beaucraft, Inc. 

Asheville, N. C.—Carroll Shoe Co. 

Sherwood, Ore.—Kilpatrick’s, Inc. 

Louisville, Ky.—Forsythe Shoe Corp. 

Culver City, Cal.—Smith Boot Shop, 
Washington Blvd. 

Spearman, Tex.—Stone-Merritt Co. 

Melvindale, Mich.—Reed’s Department Store, 
4126 Oakwood Blvd. 

Wayne, Mich.—Snider Department Store, Pap- 
ke Bldg. 

West Memphis, Ark.—W. J. L. Pratt. 

Fall River, Mass.—Sears, Roebuck & Co. 
(soon). 

Reno, Nev.—Sears, Roebuck & Co. 

Milford, Del.—J. C. Penney Co. (soon). 

Odessa, Wash.—J. C. Penney Co. 

Palouse, Wash.—J. C. Penney Co. 

Winterset, lowa—J. C. Penney Co. 

West Plains, Mo.—J. C. Penney Co. 

Corvallis, Ore.—J. C. Penney Co. 

Box Elder, 8S. D.—T. F. LaFollette. 

Ardmore, Pa.—Rose, Inc. 

Boston, Mass.—Tileston & Wilkie, Inc. 

Lowell, Mass.—Merrimack Shoe Mfg. Co. 

Nashville, Ark.—Geo. W. Robinson & Co. 


Inc., 513 Main St. 
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Latest Reports of New Stores, 


Bankruptcy Proceedings 


> 
Failures, Embarrassments and ‘ 
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Richmond, Ind.—Montgomery Ward & Co. 

Alamo, Tex.—I. Ziotnik. 

Menlo, lowa—C. R. Mallowe. 

Yankton, 8S. D.—J. J. Newberry Co. 

Jacksonville, Fla.—United Shoe Co. 

Bayonne, N. J.—Economy Bootery, 473 Broad- 
way. 

Petaluma, Cal.—Bens Bros., Hess Bldg. 
eee, N. J.—Joseph Abbott, 2 Milburn 

ve. 


(soon). 


Columbus, Neb. — Cook-Dillingham Stores, 
c. 


New York, N. Y.—Belasco’s Boot Shop, 551 
Livonia Ave. 

Fond du Lac, Wis.—Schiff Shoe Co., Orpheum 
Bldg. (soon). 

Austin, Minn.—Gildner Bros. 

Weston, Ill.—Allen Tewell. 

Fort Wayne, Ind.—H. E. Gutelius, 1638 Wells 
Street. 

Cleveland, 
123rd St. 

Hope, Ark.—D. F. McGee Co. 

Canton, Ohio—Halle Bros. Co., North Market 
Ave. (soon). 

Clovia, N. M.—M. J. Jarrett. 

New York, N. Y.—Goldbergs, 
Bootery, Inc. 

Skowhegan, Me.—North Eastern Shoe Co. 

Cleona, Pa.—Durable Shoe Co. 

Norwich, N. Y.—Morse & Sullivan, Inc. 

Mena, Ark.—Sterling Depa.tment Store. 

Glasgow, Ky.—D. T. Bohon Co. 

New York, N. Y.—Royal Shoe Stores, Inc. 

Cherokee, N. C.—M. McLean & Son. 

St. Peter, Minn.—J. C. Penney Co. (soon). 

Cozad, Neb.—J. C. Penney Co. (soon). 

Glasgow, Ky.—J. C. Penney Co. 

Spartanburg, 8S. C.—Miller-Jones 
154 W. Main St. (soon). 

Minneapolis, Minn.—Family Shoe Stores, Inc., 
78 9th St. South 

St. Paul, Minn.—Family 
8 W. 6th St. 

Kansas City, Mo.—Simon Cohen, 3117 Troost 
Ave. 

Gettysburg, Ohio—J. L. Blackwell. 

Troy, N. Y.—Sears, Roebuck & Co., 231 
River St. 

Florence, Ala.—Montgomery Ward & Co., 
East Mobile St. (soon). 

Blanco, Cal.—Edmund & Vivian Gardner. 

Doyle, Cal.—A. E. Held. 

Sherwood, Ore.—Kilpatrick’s. 

Kiona, Wash.—George Sadler. 

San Francisco, Cal.—H. C. Godman Shoe Co., 
438 9th St. 

Van Nuys, Cal.—Sam Goldsmith, Jr., 
Van Nuys Blvd. 

Baldwin Park, Cal.—G. R. & C. Spencer, 136 
W. El Monte Blvd. 

Los Angeles, Cal.—Pasch Merc. Co., 430 S. 
Main St. 

Long Beach, Cal.—Rubin & Davidson, 202 E. 
4th St. 

Compton, Cal.—Boyd & Curtis, 237 E. 
Street. 

Delano, Cal.—Carl Newman, 1019 Main St. 

Fallbrook, Cal.—Chas. Hill. 

Sears, Mich.—R. E. Bomerson. 

Detroit, Mich.— New York Shoe Co., 
Barlum Tower. 

Roseburg, Ore.—K. E. Sandquist, 23@ N. Main 
Street. 

Seattle, Wash.—J. R. Goldthorp, 5904%4 Cali- 
fornia St. 

Walla Walla, 
Main St. 

Tacoma, 
Avenue. 

Oregon City, Ore.—Karl Schoenheinz, 217% 
ith St. 


Ohio—Burdman’'s Store, 952 E. 


Pitkin Avenue 


Shoe Co., 


Shoe Stores Co., 


6307 


Main 


3423 


Wash.—Ira M. Camp, 7 W. 


Wash.—August Seymour, 2518 6th 
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FIAT aN 
Lia PEPIN 
Greetings! 


Best wishes for 
success to 


Lace turn, Champagne Kid top. 
Patent lace trim. No heel. 
Gres aenavedcande es Price $1.15 


A Shoe You Need. IN STOCK 
MAIZE SHOE CO., Mfrs., Rochester, N. Y. 


Ee the 20,000 
Sy subscribers 
Ee of the new 
5 Boot and 
5 } S h oe R e- 
5 corder. 

5 147 — Patent leather. 





Salesmen: 





Here is a chance to make your 


traveling expenses. Write us confidentially. 
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12 Duncan St. -- 
ww, Boston offies, 78 Lincoln 
XE 4 Mz. Corrine amp Mm. Cann 


and “Dependability” 
Mean the Same Thing in a 
Boudoir Slipper 


For many years Greeley Bou- 
doirs in black and 
leathers, with leather or 
rubber heels, 
accepted by the national 
trade as the standard. 


colored 


have been 


A. W. GREELEY 


Haverhill, Mass. 










notice will be given. 


No More Copies of the 
Shoe and Leather Lexicon 


The present edition of the Shoe and Leather Lexi- 
con is exhausted. No more copies of this shoe 
and leather trade dictionary will be available until 
a new edition has been printed, at which time 
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239 West 39th Street 


Boot and Shoe Recorder 
New York, N. Y. 















SPATS— Are you ready for —SPATS ? 


Merchants for years hay 







purchased exclusively froi 
us to secure for themselve. 
the service and quality that 
hold satisfied customers. 


Style 110, Guara,.. 
teed All Wool Fel. 
$11.00 doz. prs. 

Style 112, Domes. 
tic Cloth, Five 
Buttons, $14.50 






doz. prs. 
Style 113, Heavy Felt, Four 
Buttons, $12.00 doz. prs. 
Style 114-1, Imported Box Cloth, leather top, four horn 
buttons, $22.00 doz. prs. 


Style 115, Extra Heavy Box Cloth, leather trimmed 
throughout and leather top facing, four horn buttons, 
$30.00 doz. prs. 


Style 115-1, Box Cloth, Leather Top, Horn Buttons, 
$27.00 doz. prs. 

Style 117, Cloth, Four Hole Tailor Trimmed, $16.00 
doz. prs. 

Order blanks and circulars will be sent on request. 


We are also manufacturers of a complete line of shoe buckle, 
of various prices ranging from $2.50 dozen pairs to $26.00 doz. 
pairs. 

We manufacture and repair cut steel buckles. 


MANOLIS MANUFACTURING CO. 
4248 No. Crawford Ave., Chicago, ill. 


———— 














RIDING ACCESSORIES 


In conjunction with the largest STOCK of 
IMPORTED ENGLISH RIDING BOOTS in 
the United States, we carry a full line of riding 
accessories, enabling you to receive immediate 
service for all your riding requirements. 


ALSO 
IN STOCK 








Riding Crops 
Boot Lifts 
Boot Trees 
Boot Hooks 


PUTTEES 


Write for 
Catalogue 
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COLT-CROMWELL CO., INC. 


Established 1899 


1239 Broadway New York, ». Y. 


— 
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The BACKBONE 
of the Shoe » 


am as the spinal column sustains 


and gives firmness to the human 
frame, so too the Crawford Shank 


supports and strengthens the shoe. 
This Arch Supporting Shank em- 
bodies the combination of rigidity 
and flexibility. It is a resilient steel 
brace built into the shoe. A truss, riv- 
eted to the under side of the shank, 
keeps it in its original curved shape. 


United Shoe Machinery Corporation 


BOSTON, MASSACHUSETTS 


) in 
ding 


liate 


One end of the Crawford Shank 
is slotted and fitted around a split 
rivet so that it will slide back and 


forth as the weight of the body 
is applied and removed from the —— an. 


foot, yielding just enough, under PERIACTION No 
pressure, to accommodate the nat- 
ural flattening of the arch. When 
the foot is raised, it springs back 
into its original position. 


U/C 
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THIS MAY BE 
YOUR OPPORTUNITY 














SALESMEN WANTED 


SALESMEN WANTED 














Three Live Wire 
Shoe Salesmen 


For Detroit, Cleveland and Pitts- 
burgh Territories to sell complete 
line of large New York whole- 
saler, featuring women’s and chil- 
dren’s popular priced novelties. 
Interested only in men with fol- 
lowing and good records. Write 
fully, giving complete details, to 
Address B-268, care Boot and 
Shoe Recorder, 239 West 39th 
Street, New York, N. Y. 








Salesmen Wanted 


Side line salesmen. Nationally 
known manufacturer of women’s 
high grade corrective welts has 
opening for successful side line 
_men in Eastern, Middle West 
and Southern States, also Pacific 
Coast. Twenty-five fast moving 
in-stock numbers. Unlimited op- 
portunity. Commission, seven 
per cent. State line now carry- 
ing. Address B-269, care Boot 
and Shoe Recorder, 189 West 
Madison St., Chicago, Illinois. 








SALESMEN WANTED to carry our | 
women’s welts to retail for $4.00. All 
in stock ready for immediate shipment 
delay. Territories open, Pennsylvania, 
York, Illinois, Kansas, Kentucky, New Je; 
Maryland and Ohio. Direct from factor 
commission. Address B-267, care Boot 
Shoe Recorder, 239 W. 39th St., New 

i ws 


N. 





POSITION WANTED 





AL LIVE WIRE SHOE BUYER-MANAG 

ears’ experience, 10 years with De 
an tores, and 5 years in business for 
self. Willing to go anywhere. A 
B-252, care Boot and a J Recorder, 23 
39th St., New York, 








ALESMAN to carry four —- @ — 
and turn boudoirs (leather sole: 

mail orders make it exceptionally f-5- 

line. Address B-253, care Boot and 

corder, 239 W. 39th St., New York, N. Y. 





SALESMEN wanted to carry our line of chil- 
dren’s and women’s Welts, McKays and 
Stitchdowns. All styles in stock. Territories 
open: Maine and New Hampshire, Kentucky, 
Louisiana, Kansas, Oklahoma and Arkansas. 
Strictly commission basis. No objection to — 
men carrying oe in connection with a no 

omens lin Address HAGER STOWN 
SHOE & LEGGING COMPANY, Hagerstown, 


a 





SALESMEN WANTED — Men now selling 
shoes can increase their income by adding 
the well known Rest-Rite line of cnien slip- 
pers to their samples. Write for particulars 
giving full details of territory covered. HE 

EST-RITE SLIPPER COMPANY, Wicker 
Park Station, Chicago, IIl. 





SALESMEN calling on large quantity users 

to carry America’s greatest sli ipper value, 
our Leather Sole Patent Fabric orsay, re- 
tail $1.29, genuine Kid and Patent Leather 
D’orsays retail $1.98. All our slippers carry 
leather soles, covered heels. Commission basis. 
State fully tegstiogy covered. “PRINCESS, * 
152 W. 25th St., New York City. 





Wine 4 salesmen with established trade. Side 
line infants’ popular priced turns and welts. 
Stock. Ten per cent commission. Refer- 
ae Address B-197, care Boot and Shoe Re- 
corder, 239 W. 39th St., New York, N. Y. 





IDE LINE SALESMEN with established 

trade for short line of men’s patented health 
shoes. Great selling features. In stock. One 
grip. Commission basis. State line now car- 
ried and territory covered. Address B-260, 
care Boot and Shoe Recorder, 239 W. 39th 
St., New York, , * 





SALESMEN wanted for New England, New 
York and the Middle West, to handle a_ well 
established line of Ballets and Boudoirs. Com- 
mission Basis. Address B-242, care Boot and 
~, Recorder, 239 West 39th St., New York, 





ss he grade line of spats. Four samples 
only. Offered to shee salesmen as a side 
Address B-263, care 


line. Commission basis. 
239 W. 39th St., 


Boot and Shoe Recorder, 
New York, N. Y. 





E have an opening in several territories for 

a sideline shoe salesman, to carry a com- 
plete line of spats, rhinestone ornaments and 
cut steel buckles of our own make. Address 

70, care Boot and Shoe Recorder, 239 W. 
39th St., New York, N. Y. 


SHOE MAN—For a number of years man- 

aging chain stores throughout Ohio, fully 
competent, reliable and familiar with modern 
méthods of merchandising, wishes to make a 
change. Address B-261, care Boot and " Shoe 
asthe, 239 W. 39th St., New York, N. Y. 





WANTED TO PURCHASE 








Chain Shoe Store Operator 


wishes to purchase individual or chain 
shoe stores operating in Pennsylvania, 
Ohio, Virginia, West Virginia and Ken 
tucky. Address B-250, care Boot «an 
Shoe Recorder, 239 West 39th Street, 
New York, N. Y. 

















FOR LEASE 





HOE space for men and boys to lease in 

chain clothing stores on percentage basis 
100% locations in two of the fastest rowing 
industrial cities in South. 40 Million Dollar 
plants just added, remarkable opportunit . 
dress B-264, care Boot and Shoe R 
239 W. 39th St. .. New York, 





POSITIONS WANTED 

4c per word. Minimum Charge 75c. 
LINES WANTED 

4c per word. Minimum Charge 75c. 
ALL OTHERS 

7c per word. Minimum Charge $1.25 
ALL DISPLAY SPACE 

Five dollars per inch. 

words to an inch 


Allow 45 





Classified and Opportunities Department 
RATES AND OTHER INFORMATION 


Cony, must. be received at the Boot and Shoe Recorder, 239 West 39th 

New York, N. Y., on Monday of the week of publication in order 
= advertisements "be published same week. Otherwise insertion 
will be put over to the following week’s issue. 





When advertisers desire answers to 
come in our care twelve words must 
be allowed for address. When adver- 
tisers desire replies forwarded direct 
to their address each word of their 
address must be counted in the adver- 
tisement and paid for accordingly. 

Payment in advance is required, ex- 
cept when regular advertisers, as 
amounts are too small to open accounts. 
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FOR RENT 





Pse RENT—Shoe_ Department in Ladies’ 
soetalty Shop. Shoes to sell for $5.00 to 

7:50. For information inquire FEITE! BERG, 
333 7th Ave., New York, N. Y. 


— 


SHOE DEPARTMENT — Leading Hartford 
Specialty Store, absolute 100% ation, 
now in poceus of expansion, has space avail 
able for live shoe department. Address P. 0. B. 
1062, Hartford, Conn. 





— 





SHOE DEPARTMENT: To rent n_ live 

store established 8 years, 100% ocation. 
Ladies’ or Children’s Shoes only Modern 
front and fixtures. For further information 
write to E. YUDIN, 205 Market St., Harris 
burg, Pa. 


Boot AND SHOB RBCORDER 
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FOR RENT MERCHANTS’ NEEDS MERCHANTS’ NEEDS 








—_— 











EADING popular price specialty shop, hun- 
L dred per cent location, City Eastern Pennsy]l- 
yvania. Shopping population, three hundred 
thousand. as space to rent for shoe depart- 
ment. Address B-265, care Boot and a's. Re- 
corder, 239 W. 39th St., New York, 


Milbradt 
=| Rolling Step Ladders 


Enable you to reach your 
highest shelves convenient- 


POMPOMS 
AND ORNAMENTS 


FOR SOFT SOLE SLIPPERS 
The right merchandise at the right price. 
Samples sent on request. 
HY-GRADE SLIPPER SUPPLY CO. 
693 Broadway New York City 














“They last a lifetime 
and 


FOR SALE 
Are made in any style, 
oege or size to fit any 
~jkind of shelving. 
Write for general catalog 
and let us it the best 
~jladder for your use. 
Milbradt 
=| Manufacturing Co. 
Established 1895 
2416 No. 10th Street 


ST. LOUIS, MO. 











FAMIL Y shoe store, with new front and fix- 

tures, located in one of Long Island’s fast- 

est growing towns; doing a profitable b 

on well advertised lines. Town has industries, 
lation over ey wise. panes Ma 

cluding apartment ress care Boot and k 

and +“ Recorder, 239 West 39th St., New Artintie | = ng 

York, N. Y. Latest in Imported and Domestic Roll 

Paper, etc., in Season, 

Samples mailed free on request. 
EMIL RUBLACK 
140-142 West Broadway 
Established 190° New York 








Window Decoration 








OR SALE—Nine thousand dollars worth of 
Grand Rapids Store Fixtures. H. W. 
CALLAHAN & SONS, Pocomoke City, Md. 





























SITUATION WANTED 


Se 


WANTED TO PURCHASE 














YS cusnion Tire 
STORE LADDERS | 


y Insure perfect / 
shelf service for // 
any line of mer- 

chandise. Deep tread 

Steps, properly spaced, 

with convenient full - 


length handholds on both 
sides of ladder permit HIGHEST CASH PRICES 
PAID 


mounting or descending 
for shoe stocks, slow sellers, ete. Short term 





TO BE SURE THAT YOU RECEIVE 


THE VERY HIGHEST PRICES 


for your retail odds and ends, entire 
or surplus stocks, ask us for our bid. 
(Estab. 40 years.) Cash transactions. 


Export Surplus Purchase Co., Inc. 
596 Broadway, New York, N. Y. 


Situation Wanted 


Salesman, 22 years’ experience in shoe game, 
past seven years as middlewestern representa- 
tive for nationally advertised line of high 
grade corrective footwear, age 39 years, ser- 
vices now available, what have you to offer? 


Adare B-262 care Boot and Shoe Becgrder. 
239 West 39th Street, New York, 
































— 


MERCHANTS’ NEEDS 








with ease. Both hands 
free to remove or 
— ryt ony leases taken ever. Transactions confidential. 
SOUVENIRS Cushioned Tirei Gg : > toe 
and a 4 ib 90 tiauned Oh dow Week Cty 
eels eliminate noise and prevent vibra- * 
ADVERTISING NOVELTIES tion. Erection as simple as ASB. C. Utilize Canal 8014 
for store openings, anniversaries and special mer- smali space. Make top shelves safely avail- 
chandising events for men, women and children. able for stock purposes. One style—neat of 
SAMPLES UPON REQUEST neti * finished—any height ceiling. 
VICTOR E. LEDERER oars on oe 
: Circular on me FE.MYERS & BRO.CO. 
1% West 33rd Street q ASHLAND, OHIO. 
UPUMPS-WATER SYSTEMS-HAY TOOLS - DOOR HANGERS EP 











Quick Cash Buyers 


Retail Shoe Stores—Stocks or Odds and 
Ends. Unexpired leases taken over. 
hone or write. 


POSTER @ DEUTSCH 
436 Grand &t. New York City 
Dry Dock 0352 


New York 























ESTABLISHIO 1890 


LABELS 
SHOE CARTONS 


EXCLUSIVE BUT NOT EXPENSIVE 
SAMPLES UPON REQUEST 





Southeastern Convention 


ATLANTA, GA.—All arrangements 
have been completed for the annual 
convention of the Southeastern Shoe 
Retailers Association, which is to be 
held in Atlanta, with headquarters at 
the Biltmore Hotel, Monday and Tues- 
day, Aug. 12 and 13. 

George Golden, proprietor of Golden’s 
Bootery, Jacksonville, Fla., is presi- 
dent of the organization. The pro- 
gram includes addresses by men who 
are nationally known in the retail shoe 
business and prominent members of 
the association on topics of curent in- 
terest to the trade. 

Entertainment will be a feature of 
this year’s meeting, and dealers in At- 
lanta are all cooperating in an effort 
to make this a meeting that all those 


st mee 
FRANK C. MEYER COs 
COST wey ce ee 
263-271 LEXINGTON AVE , BRODKLYN. NY 


AMERICA’S CREATEST _ 
SHOE CARTON & LABEL MFCS 


WINDOW | 
DISPLAY FIXTURES | 


SEGALLE SONS | 








WANTED TO PURCHASE 








In live 
cation. 
Modern 
mation 
Harris- 


933 ARCH ST. 
PHILADELPHIA, PA. 
ARE BUSINESS GETTERS 
SEND FOR CATALOG 
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If you contemplate selling your 
entire or surplus stock com- 
municate with us. Prompt at- 
tention given. 


KIRSCH-BLACHER CO., INC. 


624 Broadway New York 
Phone Spring 144? 
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who attend will long remember, in- 
cluding an automobile trip to Stone 
Mountain, where the delegates will see 
the progress that has thus far been 
made on the carving of the famous 
memorial to the Confederate cause. 
Indications are that the meeting will 
be well attended. 








Sho 


“For want of a horseshoe nail the by 
was lost.” For want of “IT” in shy 
cards the costly equipment of many 
window has fallen short of its full ef 
tiveness. The show card is the voice 
not only Smart, the window. A voice with pleasing toh, 
but im Vogue, is best. Its function is to clinch gd 





seh eg Annual Card Service is exclusive for one 
Interesting? 


merchant in an average size town, suburb 
or metropolitan shopping center. 


Ask us if your town is or may be open 





Printed Price Tickets 


Either of the tickets illustrated below wil 
be supplied free to annual card service 


Modernistic card holders, gold with black trim (3-color members in place of blank tickets each 
festoon base between frame and plateau) enhance the 
beauty of your window cards—harmonize with the finest 

of window display fixtures description of each monthly card service. 


month in the quantity indicated in 








Amattinn Printed Price Tickets 
All Regular and Clearance Sale. 
Hand-Lettered Any prices wanted 25c to $22.50—Green Border 
Price Ticket Any prices wanted 85c to $14.00—Orange Border 


Actual size, blue and . | 
reddish brown design, 6-doz. odd |o 
black figures—80 dif- assortmen' 


‘ ferent prices. $1.10 
12 doz.—$2.\) 
69c to $17.50 eel leciiais 
25c per dozen 12 each of 6 prices 
6 doz.—$1.25 qsoswetenes ett ttteesss ey il 12 doz.—$1.5 


12 doz.— $2.25 > 24 doz.—$2 5 
—¥$ Comes in either Orange or 1 doz. of one price 15« 
24 doz. 4.00 Olive Green Border—Black 
Check With Order, Figures Cash or stamps 
Please (Actual Size) with ord 
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ards that Have “IT” 


Artistic—Different—Sales Building 


» better your show cards is Recorder Show Card Service 


» better your business. is second to none. Cards each 


he Recorder Show Card month are of different design, 
rice keeps pace with the with blank price tickets to 
odern merchandising trend harmonize. These tickets may 
4 month. We offer a new be had with a limited number 
of printed prices if desired, 
at 50c per month additional. 


cf Select the Ng 


Service You Wish— 
Then Mail Coupon 

i 8 rds (7”x11”) 

ge a Teed Holders. 

° 100 Blank Price 


Tickets. 
$4.00 monthly ($48.00 the year) 





Service 12 cards (7”x11”) 
4 Card Holders. 
No. 1-B 00 Blank Price 


Tickets. 
$5.00 monthly ($60.00 the year) 





interchangeable show card monthly service, all sales 
l messages different, each month’s cards of different 

designs and colors; with price tickets, either blank, 
or with printed prices. 


—It is the most valuable of window card franchises to own 
for your town, suburb or metropolitan shopping center. 
MANY WELL RATED MERCHANTS from coast to 


coast now use it for pulling window-shoppers into their stores. 


12 card service $5.00 


General service for men’s, women’s, children’s shoes 


per mo. 


(and hosiery). 
4 card holders 
100 blank price tickets— 
or 72 printed price tickets, any prices wanted, as 
illustrated on left-hand page 


6 card service $3.00 


2 card holders 
50 blank price tickets— 
or 36 printed price tickets, any prices wanted, as 
illustrated on left hand page 


per mo. 


Merchants Service Dept. 


BOOT AND SHOE RECORDER 
189 W. Madison St., Chicago 





JUNIOR 6 La 2 Card 
° olders. 

Service 50 Blank Price 
Tickets. 

$3.00 monthly ($36.00 the year) 





Printed Price Tickets 


of sixteen most popular retail prices 
may be had with each month's card 
service in place of the blank tickets 
indicated above at 50 cents per month 
additional. 


i, 








Mail the Coupon 


In the panel are brief descriptions of 
the several Services we offer. Select the 
one you wish. 


Mail the coupon today! 


COUPON 


BOOT & SHOE RECORDER, 
189 W. Madison St., Chicago, IIl. 


Please enter our order for the Recorder “Selling 
Messages” card service No. for one 
year, consisting of cards each month 
and art card holders, with the first month's 
service, beginning with cards for Sept., for 
which we will pay $ per year, payable 
$ per month. 


For cash in advance full year’s service, 5% 
discount. 


(If service be discontinued . before iration of order, 
we agree to pay $1.00 per month additional for each 
month’s card service delivered.) 


We sell Men’s, Women’s Children’s shoes, and 
hosiery. (Cross out lines not carried.) 


Printed Price Tickets :— 


Store Name 


(August 10th issue) 
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Boot and Shoe 
Recorder 


Serves in 


Getting More Shoes Sold Right; not 
only “more” but “right”; sold for the 
right purpose, to the right wearer, in 
the right fitting, for the right price, at 
the right profit. This is the great 
problem of the retail shoe merchants. 
The chief purpose of THe Boot anp 
SHoe Recorper is to help solve it; for 
this is the basic problem upon which 
depends the progress of the entire allied 
industries relating to shoes and leather, 
their production and distribution. 





A Buying Guide to 





BOOTS AND SHOES 


Alden, C. H., Abington, Mass............ 7 
Athletic Shoe Co., Chicago, Il] 


Beacon Falls Rubber Shoe Co., Beacon Falls, 
nn. 56 


Bleecker Shoe Co., Sew York City 

Blog Shoe Co., New York City 

Bond Shoe Co., New York City 

Brass Bros. & Feinroth, New York City... 76 
Brooks Shoe Mfg. Co., Philadelphia, Pa. .78-79 
Burkley Shoe Co., Brockton, Mass 


Capezio, New York City 

Chase, W. S., & Co., Haverhill, 

Clapp, Edwin, & ond beens E. Weymouth, 

ass. 

Colt Cromwell Co., New York City 

Commonwealth Shoe & Leather Co., Whit- 
man, Mass. 74 

Concord Shoe Co., New York City 

Converse Rubber Co., Malden, Mass 

Crescent Shoe Co., New York City 

Crossett Shoe Co., Boston, Mass 


Dryzer & Rosenberg, Inc., New York City. 50 
Duane Shoe Co., New York City 


Ebberts, John, Shoe Co., Buffalo, N. Y 

Edwards, J., & Co., Philadelphia, Pa. .4th Cover 
Emerson Shoe Mfg. Co., Rockland, Mass.. 74 
Evans, L. B., Sons Co., Wakefield, Mass. .76-77 


Firestone Footwear Co., Boston, Mass.,... 23 
Friedman, B., Shoe Co., New York City.... 50 


General Footwear Corp., New York City.. 76 
Golo Slipper Co., New York City 

Goodrich, B. F., Rubber Co., Akron, Ohio 26-27 
Greeley, A. W., Co., Haverhill, Mass 





N THIS ISSUE 


New Mental Speed 


POWER OF IDEAS 

GREATEST SPECTATOR SPORT 
SALESMEN GET Busy 

THE VOICE OF THE RECORDER 
WHAT PRICE DISPLAY 
CUSTOMERS ARE GUESTS 
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GETTING MORE 
SHOES SOLD RIGHT 


BooT AND SHOE RECORDER PUBLISHING Co. 
239 WEST 39TH STREET, NEW YORK 

EVERIT B. TERHUNE, President The greatest disease at retail today is 

WILLIAM M. LEBRECHT the return of shoes by the customer to the 

Vice-President and Treasurer merchant. It has reached the limit of en- 


’ Vice-Presidents . durance. One shoe store in San Francisco 
GEORGE W.R.HILL H.WALTERSCOTT B.C.BOWEN HARRYA.CHASE | received a printed post card from a society 
Py woman (having a mania for the selection 

Directors of the corporation. in addition to and return of goods) on which was 

the above-named officers: printed, “Please have your delivery car 

A. C. PBARSON HucH M. Bowen L. F. DuTron call for the goods to be returned.” We 


a + See Coens &. Sean .. state the problem to be solved and we hope 


to make a national advance in checking this 


tremendous waste at retail. 
Branch Offices: 


CHICAGO St. Louis Boston 
189 W. ,~ St. 1627 Locust St. 80 Federal St. 


P _ CINCINNATI ROCHESTER PHILADELPHIA 
501 First Nat. Bank Bldg. 115 Ellwanger and meney Bldg. 214 S. 12th St. 


SUBSCRIPTION RATES en J y 
The subscription price of the Boor AND SHOE ReEcorpER is $8.00 for one year, which includes ee aN 
postage in the y nee States, its possessions, Canada, Mexico, Spain and its colonies and South “ , 
merica (excepting Venezuela and the Guianas, which is $6.00). 
FOREIGN SUBSONIPTION. The price to all foreign countries except the above is $6.00 per 
year including postage. 
All subscriptions are payable in advance. Single copies 25 cents. 




















P Would anybody think of wearing a glove 

request for change of address must reach us at least thirty days before the date of issue : od joi 

with which 4 4s te take effect. Duplicate copies cannot be sent to replace those undelivered tight enough to put an enlarged joint on 

through foture 3 send onsence nn th a aoe om be one also to send us his knuckle? Have you ever worn a hat 
cs heen ch eneromad a ec emeemenrneatte or a collar as tight as you’ve worn your 


Entered as second-class matter Sept. 19, 108s, 2 & 33 Office at New York, N. Y., under the act of shoes? I’ll bet you haven't. Let’s read 
. a 3 , 


Member, Division of the United Business Publishers, Inc., Audit Bureau of Circulations what Roy S. W hitmore says on the sub- 
Member, Associated Business Papers, Inc. ject in next week’s issue. 
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This modern achievement in bottom filling vulcanizes the outersole to the 
innersole .... 


One pliant unit that will neither crawl, bunch nor squeak . . . A firm, even 


tread that is damp-proof in wet weather. 


INVISIBLE MIDDLESOLE combines these outstanding, saleable advan- 
tages together with MAXIMUM FLEXIBILITY. 





Invisible Middlesole spreads like butter 





BECKWITH MANUFACTURING CO. 


Manufacturers of Vuleo Products 


Statler Building Boston 
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ONE OF OUR MOST POPULAR FALL 
CREATIONS IN BROWN KID WITH SILK 
KID TRIM-ALSO VERY ATTRACTIVE 
IN DATENT, NAVY BLUE OR MAT KID. 
A BEAUTIFUL PATTERN ADAPTABLE 
TO ALL LASTS AND HEEL9 ~ = 


Db /N OUR MS KA 4/NE MODERATELY PRICE 


Johansen Bros. Shoe 


ST.LOUIS, US A.NEW YORK STYLE STUDIO 650 MARBRIDGE BLDG. 
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When the School Bell Rings 


Fleable Process Shoes 
eae") WE ANTICIPATE 


WELT 
Style 873—Light Smoked k Boot, 
Damp Proof Sole. 


Style 876—Same in Coffee Elk 
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HEAR IT w 


PARENTS 
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Greenfie> 











Have you ordered from the big Green Line? 


Have you got the shoes in stock—ready for the good, 
profitable school business which every Green Line mer- 
chant gets and deserves? 


If not, WIRE your order—and confidently expect quick 
delivery. 


Send for’our new Fall Catalog of In-Stock numbers. 





Style 4627—Coffee Elk |! her Ox- 
ford, Shield Tip, Dam, if Sole 
2% to 8, AA to! 

Style 476W, 11% to 




















Address Sample Room 
960 Harrison Ave. 536 Statler Office Building 
Boston, Mass. Boston, Mass. Style No. 70:0 
In Stock 
KREIDER-CREVELING SHOE CO., ~ + ~ Seeeouedaale — 
eel. rn 
Boston, are distributors of These Shoes in New England. 11% to 2, A te D 
: Bot A Sr ee ae, sue. MS ae Bo 








